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HERE are two kinds of disci- 

pline—arbitrary and coopera- 

tive, and it is a strange fact 
that a man who cannot accept the 
arbitrary brand cannot give fully to 
the cooperative kind. The reason is 
that arbitrary discipline gives to the 
man to whom it is applied a positive 
self-control under all conditions. In 
any sort of training arbitrary dis- 
cipline is essential. In any sort of 
sales force there must be more than 
a pinch of administrative power or 
the tail will wag the dog. I think 
the best way to put this line of 
reason over is to introduce you to 
Col. Alfred F. Foote, Commissioner 
of Public Safety for the Common- 
wealth of Massachusetts. 


‘Introducing Colonel Foote 


He’s a regular fellow—6 feet 2 
inches—a leather face which brands 
him an outdoor man. Keen as a whip 
with a twinkle in his eyes that 


Some Sales 


Pointers on 
Discipline 
from the 
State Police 


By Roy F. Soule 


softens the di&cipline and efficiency 
he radiates. His job is a hummer. 
It takes in all the safety appliances 
in the factories of the Common- 
wealth. It takes in Sunday amuse- 
ments, prize fights, sewerage in pub- 
lic waters and the State Police. It 
seems that in Massachusetts when- 
ever there is any doubt as to the place 
from which a State activity should 
function, they hand it to the Public 
Safety Commission with a feeling 
that Al. Foote will see it through. 

Each separate activity of the P. 8S. 
Commission is under the direct 
supervision of a deputy who is given 
freedom of action plus a corking co- 
operation to develop his work to the 
highest efficiency. 

Capt. George A. Parker is in active 
command of the State Police. He is 
a quiet, unassuming gentleman of 
unusual executive ability. A gradu- 
ate of Harvard Law School and an 
ex-major in the Army. 


ay 


I had lunch with Col. Foote a short 
time ago and he had me going on the 
subject of discipline in five minutes. 
His new State Police started it. , It 
seems that for some fifty years they 
have had State constables or police 
in Massachusetts but they were plain 
clothes men applying their energies 
to the assistance of under-officered 
towns and rural districts. These men 
were specialists in the detection of 
the more serious crime. 


Eliminating Pickpockets 


He told of two pickpocket special- 
ists on the force who invariably 
brought home the bacon. They were 
absolutely different types of men. One 
of them knew the pickpockets of the 
world. He put in all his spare time 
in the rogues’ gallery studying faces. 
He would get a group of professional 
pickpocket pictures and so memorize 
them that he could lay a hundred 
such pictures face down and flip them 
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over giving their: names and thei: 
numerous aliases at once together 
with a quick review of their favorite 
methods of operation. When he was 
sent out on a job he worked wonders 
by a simple method of elimination. 
He mingled in a crowd and recog- 
nized the faces of those most apt to 
separate people from their wallets or 
timepieces. If he saw Pickpocket 
Jimmy Wheez at the Plymouth cele- 
bration he knew that Jim hadn’t 
come on from Chicago to see the 
Plymouth monument and he worked 
his way up to the purposeful visitor 
and said, “Jimmy, beat it.” And 
Jimmy did. This quiet worker is one 
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a uniformed body patroling the 
State. The plan is to have 140 men 
and to have every one of them live at 
the police station. It’s a near army 
life. The plan further provides that 
each man shall spend one month at 
each of six stations during the year 
and the cther six months at the local 
headquarters. This plan has been 
adopted to free the State Police from 
the handicap of entangling alliances 
with local people. 


Getting Perfect Raw Material 


Well,—the State Legislature O.K’d 
the plan and the Commissioner of 
Public Safety was given full power 
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to fill a wash tub. Col. Foote, how- 
ever, insisted that Massachusetts 
wanted but 140 men and they might 
as well have perfect material to start 
with. 
Mental Alertness 

These picked men then ride up 
against a simple test of mental alert- 
ness. No Civil Service exams, but a 
list of horse-sense questions that 
show them to be abreast of the times. 
Eight men failed to pass last month 
because to the question, “Who is the 
Governor of Massachusetts?” they 
replied “Calvin Coolidge.” Men are 
asked, “Who is the Mayor of their 
town?—Where is tobacco grown?” 





of the greatest crime preventors on 
the force. 


Lucky Instinct 


The other specialist doesn’t study. 
He doesn’t memorize faces or catalog 
known criminals. He works by in- 
stinct. Sent into a crowd where 
pockets are being emptied surrepti- 
tiously and he sizes up everyone. He 
spots those who look like pickpockets 
to him and watches them. He is the 
luckiest officer on the force. It just 
seems that the light-fingered Louies 
wait for him to come along that they 
may give a demonstration of their 
prowess. 

Living on the Job 

For many years this unadvertised, 
unheralded force has been efficiently 
at work. Col. Foote, however, felt 
that they should have the support of 


to hire and fire and to organize as 
he saw fit. These extraordinary pow- 
ers might have been a bit dangerous 
in some hands but thank God there 
are Al. Foote’s among our public 
men. Col. Foote resolved that there 
should be a school for the training of 
this force and that he would put the 
140 men allowed him, on the State’s 
payroll only when carefully selected 
men had been as carefully schooled 
for the job. 

Then he put the eliminators to 
work. He made physical fitness the 
first essential. He prepared a ques- 
tionnaire for all applicants. The 
mere reading of the answers to these 
questions eliminated group one. The 
remainder lined up in front of an ex- 
amining surgeon who sought the 
“pink of condition” with a discern- 
ment that brought enough complaints 





Governor Cox in- 
specting some of 
the members of 
the Massachusetts 


State Police. Col. 
Foote at the right 


and a few other simple questions, the 
answers to which segregate the men- 
tally slow from the mentally alert. 

I listened and concluded that a set 
of simple questions that haven’t a 
thing to do with hardware might not 
be so bad an eliminator if I were go- 
ing into the market for untrained 
men. 

Frequently out of a class of 
twenty-five applicants only one man 
is accepted. Recently a full class was 
rejected. It means something to be- 
come a Massachusetts State police- 
man. And while the mental tests are 
in progress plain clothes men are in- 
vestigating the character of each ap- 
plicant. Most of the men who have 
made the grade are ex-officers of the 
over-seas army. 

When applicants are finally se- 
lected or rather elected to a two 
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Mounted platoon of the Massachusetts State Police 


years’ enlistment they go to the State 
Police School at Framingham, Mass., 
and are turned over to a hard boiled 
egg who believes that rigid discipline 
is the key to all things worth while. 

Every minute of the student’s time 
is charted for three months ahead. 
They have one system which is great. 
‘They expect fifty minutes rigid ap- 
plication out of every hour. If the 
embryo officer lights a cigarette or 
does any talking outside his set task 
it must be in the ten minutes allotted 
out of each hour for a let-up. 


Discipline by the Inch 


They get up at 5.30 A. M. and saw 
wood until 10.30 P. M. They are 
tested in a hundred ways. They are 
supposed to get every order without 
the necessity of their superiors un- 
duly emphasizing anything. One 
favorite test is in showing them how 
to make up their beds. In the dem- 
onstration the hard boiled sergeant 
tells them to turn the top sheet back 
twelve inches. A few days later he 
makes inspection with a ruler. If he 
catches a sample of a sheet that is 
turned back just thirteen inches he 
makes it a point to roast that par- 
ticular cadet policeman to a crisp 
brown. Generally the recruit says he 
didn’t think such a small thing would 
matter. For such a remark he 
promptly gets a demerit and is in- 
formed that arguments have no part 
in discipline, and as a cadet is al- 
lowed but two demerits the serious- 
ness of the situation puts him on his 
toes for fair. 

The men are taught to ride a horse 
well; to handle a motor-cycle like 
an expert, to put up a stiff defense 
and to attack aggressively. Jiu jitzu 


wrestling is taught and along with 
all this every man is given a course 
in law, law regarding the rights of a 
police officer and the rights of the 
public. The laws of the Common- 
wealth on these subjects have been 
summarized into a handbook and 
these men know it backward. They 
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are taught to shoot and as much 
time is spent in teaching them to be 
polite. An unusual feature of their 
training is that every man must read 
a newspaper every morning. They 
are forced to keep abreast of the 
times. Their old habits are broken 
just to test their ability to conform 
to discipline. 


They are taught to run. They be- 


gin with a 100-yard jog and the dis- 
tance is lengthened daily until they 
can all hit a good clip for three miles. 

Recently two newly graduated of- 
ficers were after a holdup man in an 
automobile. They first overtook the 
machine on their motor-cycles and 
than followed the fugitive into the 
woods afoot. The outlaw was some- 
thing of an athlete but he was winded 
in time and was captured. One of 
the young policemen who was some- 
thing of a wit, wiped the perspiration 
from his forehead and volsteaded 
with a vengeance, “Glad we got him 
just when we did because you know 
I can’t go beyond the ‘three mile 
limit.’ ” 

The men are under the absolute 
jurisdiction of Col. Foote for the first 
six months they are in the service. 
After that time all offenders must 
answer to a court-marshal. In this 
the State Police differs from any 
other military or semi-military or- 
ganization. In the Army or Navy 
men are tried by a court composed 
wholly of officers. In the Massachu- 
setts State Police the majority of a 
court is invariably composed of en- 
listed men and it is already a matter 
of record that they are decidedly 
more severe on offenders than the 
officers who sit with them as jury- 
men. 

Our colleges have Self-governing 
bodies of students. Our prisons have 
their successful honor systems. The 
self-control of this splendid police 
body is working for the good of the 
service. Some day soon a self-con- 
trolled sales force will paint hard- 
ware history in brighter colors. 
Think it over. 

And the critics who thought a 
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training school a foolish venture have 
come to see the light. No man could 
look on that force of men and deny 
the manifest advantage of training 
and of rigid discipline. 

Over doing it by their severity? 
Not on your life. They are training 
men in self-control. Bearing down 
on them hard to test the control. 
Training men to keep their peace and 
in a full years’ test not one single 
complaint has come to headquarters 
regarding the conduct of one of these 
State Police officers. 


Getting Away with Murder 


Now I’ve told this story in full for 
a sales purpose, because most sales 
forces need more discipline. 

There is a slipshod tendency 
among salesmen who have put in a 
good week’s business to become care- 
less on certain things the sales man- 
- ager requests and some sales mana- 
gers let the boys get away with it, 
merely because they have sent in a 
good week’s business. 

For instance, the sales manager 
requests a daily report. Bill Brown 
is going strong and does not send in 
a report Thursday night. He has 
business in his order book and infor- 
mation that should go to headquar- 
ters, but he lets it ride until Friday 
night when he sends in such a fine 
volume of business that the chief 
lets him get away with it. You know 
of a hundred such cases and you 
know what they lead to. Almost in- 
variably it means to the salesmen a 
lesser respect for the sales manager. 
He feels that he can get away with 
things. That his importance calls 
for special dispensation. That he is 
on the inside and right there he be- 
gins to ride the subject to see just 
how far he can get away with things. 

The same thing is true of men be- 
hind the retail hardware counters. 
They often fail to live up to store 
rules. They neglect to make out lists 
of prospects; to inclose literature in 
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packages; to put merchandise back 
on the shelves, or to enter shorts in 
the want book. Often this slackness 
leads to lost business, higher over- 
head and reduced profits. 


Discipline Cut the Loss 


A year ago I was handling a large 
sales force of house-to-house canvas- 
sers. I had to trust each man with 
about $50 worth of samples. They 
had orders to report daily. I lost 
ten sets of perfectly good samples in 
six weeks. In every case it began 
with a failure to report daily. The 
laxity became just a little more ap- 
parent each day until they finally 
slipped away with my samples. 

Then I inaugurated a daily follow- 
up. If a man failed to report on Fri- 
day he found my representative at 
his house that night or camped on 
his door step next morning. 

Such representatives were sent out 
as “sample case inspectors” and al- 
most invariably they found the fail- 
ure to report coupled with a slight 
shortage in samples. In every case 
we plugged the leak before it sunk 
the boat. In the following six weeks 
we lost just one set of samples and 
that chap had just a twenty-four 
hour start of a warrant which all 
but got him. 


Police Your Territory 


It’s a peculiar thing but salesmen 
who do not conform to discipline in- 
variably brag about it to other men 
—seem to think that they have rea- 
son for pride in it. It usually means 
that they cannot control themselves. 

I like the man who forces himself 
to do promptly the thing his employ- 
ers request of him. 

I believe that just as the Massa- 
chusetts State Police officers are 
obliged to read the daily newspaper 
so should a selling man read the trade 
papers in his field of endeavor. Keep- 
ing abreast of the times they call it 
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out in Framingham. It’s good busi- 
ness. 

And these uniformed patrolmen 
are tested, everlastingly by a dyed-in- 
the-wool hard-boiled egg to see if 
their goat can be got. (Bum con- 
struction but you know what I 
mean.) Did you ever stop to. think 
that a letter from the claim clerk, a 
trite note from the shipping depart- 
ment, a sizzler from the sales mana- 
ger, or a call down from the store 
proprietor, might be just that sort 
of test? 

Police officers must control them- 
selves under the most trying circum- 
stances before they can be expected 
to control the public. 

Similarly salesmen must be in com- 
mand of themselves at all times if 
they would increase business and the 
prestige of the firm. If a salesman 
cannot stand the bluntness of store 
authority how in the name of all 
that’s holy is he going to get business 
from the many customers to whom 
liver trouble is a minor ill? 


A Double Responsibility 


Pick the five best stores in your 
city and you will find that you have 
picked the five business concerns 
where discipline is best observed. 

We are all as lazy as we dare to be. 
We all get away with all we can, 
but the more we run wild the more 
thistles bloom in the hayfield from 
which we fill the camp bed tick. 

If there is a rule of your house 
that you are overlooking you are fac- 
ing a double responsibility. You are 
undermining yourself and- helping a 
man higher up to the edge of the 
precipice from which the toboggans 
start. 

Most salesmen who fail as sales 
managers or merchants fail because 
they make too many rules and fail to 
enforce a sufficient number of them 
to get by. 

That visit with Col. Al. Foote cer- 
tainly did me a heap of good. 


We Hold These Truths to Be Self Evident: 


HAT honesty is not only the 
best, but the most profitable 
policy ; 

That a business succeeds only as 
it serves; 

That no business can long exist 
unless it performs some service, 
either better or more cheaply than 
any other agent; 

That retaining the business of an 
old customer is more important 
than getting the business of a new 
customer of the same size; 


That courtesy pays dividends reg- 
ularly and promptly; 

That a business which is being 
operated without a knowledge of 
the cost is riding to ruin; 

That the best salesmen a busi- 
ness can have are its customers; 

That the greatest asset of a man 
or a business is the reputation for 
fair dealing; 

That the good-will of our own 
employees is just as desirable as 
the good-will of the trade; 


That all the advertising in the 
world will not create a permanent 
demand for an inferior product; 

That success in business is more 
often won by men who are steady, 
conscientious pluggers than by the 
brilliant on-again, off-again boys; 

That common sense is the rarest 
commodity on the market; 

That the prizes in this world go 
to those who are orderly, industri- 
ous, fair and temperate. 

—Robinson’s Crusoe. 





December 21, 1922 


Unique Idea 
Boosts Sales 
for F. L. Durkee, 
Gloversville, N. Y. 





At the top of the 
page is the display 
of photographs of 
houses painted with 
F. L. Durkee paini 


tailor-made suit have much in 
common. You can always see 
the sample but you cannot always 
visualize the finished job. The firm 
of F. L. Durkee of Gloversville, N. Y., 
seems to have solved the problem, 
however, by showing the customer 
samples of paint to be used in the 
body and trim of a house and then 
showing him a photograph of a cer- 
tain house on which the combination 
in question has been used. The pho- 
tograph reminds the customer of the 
appearance of that particular house 
and he is able to visualize the ap- 
pearance of the color combination. 
This firm originally kept photo- 
graphs of all the houses and build- 


B tai paint and buying a 
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By RoBerT MERRICK 


ings which had been painted with 
paint which they had _ supplied 
This system was found to have its 
faults as the collection scon became 
too cumbersome and unwieldy. It 
was then decided to use these photo- 
graphs in connection with a contest. 
The following description comes 
from A. C. Phillips of the firm who 
tells of the development of the con- 
test in question. Mr. Phillips says: 


The Demonstration Day Idea 


“Our business was so good last 
year that we planned to make a dis- 
play of photographs of all the houses 
in Gloversville for which we had sup- 
plied the paint during 1921. Donal 
F. Leard, manager of the paint de- 


Photographs 
and Displays 
on Sidewalk 


Boom Business 


This sidewalk paint 
display 
be an unusual at- 


proved to 


traction and aided 
sales for this firm. 


partment, had a complete record of 
the 125 houses but was unable to ob- 
tain photographs for more than 
eighty-nine of them. Rather than 
wait for the others to be taken, it was 
decided to use those on hand for the 
local advertising tie-up with the dem- 
onstration day which had _ been 
planned. 

“The firm offered five prizes to 
property owners and two prizes each 
for boys and girls making the near- 
est estimate of the total number of 
gallons of paint used in painting the 
eighty-nine houses previously re- 
ferred to. The photographs of these 
houses were displayed in our show 
windows. The conditions of the con- 
test were advertised in the local pap- 





Here’s another way in which the dem- 
onstration day was featured 


ers and the prizes were exhibited in 
our window. 

“We issued estimate slips of differ- 
ent colors, one color for property 
owners and another color for boys 
and girls. Then we secured two bal- 


A Popular Priced Sale That 
Brought Business 


HE Nicholas Hardware Co. of 

Oak Park, IIll., has from time 
to time carried on sales of different 
kinds in order to stimulate business 
and reduce stocks of merchandise. 
The firm’s advertising compels atten- 
tion at all times. Recently a three- 
column ad was run announcing a 
50c., 75c. and $1 sale. The first col- 
umn of this ad was headed—‘‘What 
50 Cents Will Buy,” the second— 
“What 75 Cents Will Buy,” and the 
third column showed what was 
offered for $1. Illustrations of the 
articles sold at the price for which 
they were being offered appeared in 
the respective columns. 

This ad was carried in the local 
press and handbills measuring about 
16 by 12 in., were printed and pasted 
in the windows with the merchandise 
on display properly labeled as to 
price. Inside the store these bills 
were placed in advantageous places 
where they would be sure to attract 
attention. 
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lot boxes from the city authorities. 
Our entire force got behind the idea 
and urged every customer who came 
into the store to make an estimate. 
We soon found that we had aroused 
interest not only in Gloversville but 
in the surrounding country as well. 
The contest ran for one week and on 
the closing day we had the advertis- 
ing managers of the two local papers 
open the ballot boxes and count the 
votes. When this had been done and 
the results had been announced, both 
in the daily papers and in our win- 
dows, we arranged a novel display. 
Out on the sidewalk in front of the 
store was piled 34014 gallons of paint 
or one-half of the quantity used in 
painting the eighty-nine houses 
shown in the photographs in our win- 
dows. 
Catching the Attention 


“Up to the time of the announce- 
ment and the display of paint in 
front of our store, we thought the 
demonstration day window display 
and contest had produced wonderful 
results. But when this paint was 
placed on the side walk we found that 
the unusual display stopped every- 
body who passed our store. It kept 
two or three of our force in front of 
our store all day answering ques- 
tions, quoting prices on paint and 
meeting requests for color cards 
from paint prospects. 





A great many of the handbills are 
distributed from house to house and 
others are sent out through mailing 
lists. 

The special sales of this firm have 
become very popular with the resi- 
dents of Oak Park and an excellent 
movement of the merchandise is al- 
ways effected. 

Hardware merchants would find 
this method of advertising extremely 
profitable if they would only take the 
time to get up the bill, trim the win- 
dows and see that the information 
was broadcast. Pick out seasonable 
items that have a ready demand and 
put on a price that is really attrac- 
tive. The postmaster may have 
something to offer for distribution to 
the country trade and a boy can 
circularize the town and see that all 
machines and wagons get a copy. 

A sale of this kind at regular in- 
tervals will bring people into the 
store who would not have come dur- 
ing the ordinary course of events. 
What more can a merchant want 
than to get new trade into his place 
of business? 
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“We wrote letters to all winners 
advising them of their successful es- 
timates and asking that they come 
in our store and receive their pres- 
ents. This, of course, added a num- 
ber of well-pleased customers to our 
list. 

“One of the winners intended 
painting his house and had already 
placed his order for paint with an- 
other firm, but he was so interested 
in the contest that he canceled the 
order and placed it with us. 


A Sales Help 


“Although the expense of making 
a display of this character is quite 
an item we are convinced that the 
results justified the expenditure. We 
have placed the photographs in an 
album classified by streets with a 
record of colors and number of gal- 
lons of paint used on each house, and 
find that it is very useful on our 
paint counter in making sales. In 
fact, we have found this album of 
photographs is such an important 
feature that Mr. Leard, who manages 
our paint department and took these 
photographs, has conceived the idea 
of continuing taking the photographs 
of all houses painted each year and 
keeping the record up to date. 

“To say that we believe the idea 
of demonstration day is a big one is 
putting it mildly.” 











Did You Ever Stop to Think— 


That the boss has a much harder 
job than yours, because your job is 
only a part of his job. 

That he is probably handling his 
job well, or there wouldn’t be any 
job for you. 

That your loyalty is one of the 
biggest helps to him in his job, and 
incidentally to you in your job. 

That whenever you feel like kick- 
ing about his judgment, you should 
remember that his judgment is what 
put you in your job. 

That there is no henest alibi for 
failure to give the best you have to 
the job you hold. 
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Capitalizing on 


the Desire for 
Personal 


Cleanliness 


Bathroom Fixtures Offer the 
Hardware Merchant an 
Opportunity for Profit 

Throughout the Year 


—Some Selling Suggestions 


When the Anderson Hardware Co., York, Pa., features bathroom fixtures 
an up to date bathroom is installed wm the show window. Here it is 


traveling salesmen discussing 

the comparative merits of 
hotels along their routes and they 
will all as a rule place their ratings 
of approval according to the quality 
of the baths afforded. Old-fashioned 
hosteleries are given good recom- 
mendations because of the modern 
bathrooms connected with comfort- 
able rooms. Newer hotels somewhat 
lacking in the number of available 
rooms with baths get black marks. 
In other words the bath is a very 
important part of the modern hotel’s 
equipment. 

Such an attitude is even more 
strongly expressed in regard to pri- 
vate dwellings. An apartment house 
with a garden court, elevator service, 
telephone switchboard and hot and 
cold water would be laughed at if ul- 
tra-modern bathrooms were not in- 
cluded. People will describe a new 
apartment and the bathroom will be 
the first feature mentioned. A clean, 
white and almost dazzling bathroom 
complete with nickeled or white fix- 
tures is the desire of every house- 
wife. When an architect presents his 
rough plans for a new home you are 


eur ace re" sure to hear the wife of the pros- 

This ts the way in which Ludlow é& Squier, Newark, N. J., shows this line. Plenty of pective builder inquire about the 
space is given over to this display and confusion is avoided by having each item plainly > > 

price-marked size and equipment allotted for the 


ISTEN to a group of tourists or 
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bathroom. Her next consideration 
will be the kitchen. 


The Bathroom’s Importance 


In seeking a home to rent, whether 
it be a floor, apartment or house, the 
prospective tenant will make it a 
point to inspect the bathroom first 
of all. In order to be fully equipped 
a bathroom should have at least three 
rails, one for towels, one for bath 
mat and the third for face cloths, 
another rack either of the swinging 
or rigid type for guest towels, a 
tooth brush rack, 2 holder for a 
drinking glass, mirror for shaving, 
a medicine cabinet, bath seat, shower 
with curtain and sufficient clothing 
hooks as well as a small hook for a 
razor strop and two or three glass 
shelves. This, of course, represents 
the accessories for the bathroom 
which must primarily be fitted with a 
bath tub, toilet and wash basin. All 
of this equipment should be carried 
in stock by the retail hardware 
dealer. There is good profit in the en- 
tire line and it is easily handled. The 
sales resistance is considerably less 
than in many other lines. An attrac- 
tive display is handily made, as these 
fixtures finished in white enamel or 
nickel plate are pleasing to the eye 
and can be arranged in any shape 
regardless of the available space. 

Some dealers make it a practice 
to limit their displays to either the 
white or the nickel finish variety, 
but it seems to us that the selection 
is so largely a matter of opinion that 
it would be well to make a combina- 
tion display. 


A Complete Department 


The Anderson Hardware Co., York, 
Pa., conducts a very complete depart- 
ment of articles needed in the bath- 
room. Their interior display is in 
two sections. One shows a tub, toilet 
and wash basin. The tub has a wall 
shower with curtain attachment. The 
other display is in cabinet form and 
is covered with a sliding glass door. 


OME day when you feel gay, and 
think you need a raise for your 
valuable services, I’ll tell you what to 
do. You put the shoe on the other 
foot, and hire out to yourself, just 
for a day or two. Put yourself in 
the employer’s place and keep tab on 
the work you do. 
Let’s see! You were late this 


morning. Only ten minutes? That’s 
true, but whose time was it? You 
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This display consists of a complete 
accessory outfit, of racks, holders, 
seats, mirrors, cabinets and shelves. 
Each item has a small card under- 
neath it giving the stock number and 
retail price. 

These two inside displays have 
been a big factor toward stimulating 


local business in the line but the dis-- 


plays in one of the windows that are 
on view at regular intervals have been 
much better. One of the Anderson 
bathroom fixture windows is shown 
with this story. This particular dis- 
play shows a complete and inviting 
bathroom. The most interesting 
thing we know about it, is that it 
actually sold goods for the store. It 
brought customers in for many of 
the items shown, and gave the people 
of York direct information on the 
wide variety of stock to be found in 
the bathroom fixture department of 
the Anderson Hardware Co. 


Helping the Customer 


This store gives prominence to 
these fixtures in its daily advertising, 
because they have found it a very 
profitable line in every way. 
rule that is followed rigidly in this 
end of the business is to furnish each 
customer with a full set of the neces- 
sary screws so that when installation 
time comes there will be no search 
for screws. They know at this store 
from their own personal experiences 
that if a fixture is bought minus one 
or two screws there will be an an- 
noying delay to the customer. This 
will be blamed on the hardware store 
and it is likely to hurt the store’s 
standing with that particular cus- 
tomer. In most cases a small envel- 
ope comes with each fixture. The en- 
velope is supposed to contain the 
complete set of screws. The Ander- 
son salesmen, however, do ,not con- 
tent themselves with delivering the 
fixture and envelope. They inspect 
the little container and make sure 
that the customer will: have no in- 
conveniences when it comes time to 
install the’ article. 





Hire Out to Yourself 


took pay for it, therefore you sold it. 
You can’t sell eight hours of time 
and keep part of it—not unless you 
give short measure. 

Then again, how about the cus- 
tomer you rubbed the wrong way? 
Not your funeral, you say? Maybe; 
but you’re paid for building trade, 
not driving it away. 

How about the work you had to do 
over? You’re not paid to be careless, 
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It is a good plan to appeal to the 
pride of the reader by means of your 
advertising copy. Suggest the de- 
sireability of the clean, modern and 
fully-equipped bathroom. State that 
your stocks are varied and offer the 
customer the best obtainable assort- 
ment to select from. Offer your as- 
sistance in picking this necessary 
equipment, and live up to your prom- 
ises by keeping full stocks at the 
right prices. 

The sale of bathroom fixtures is not 
limited to any month or season. It is 
a good active line all through the 
year and a window display or adver- 
tisement on this line is always 
timely. <A sales talk on this line to 
those who come in your store is al- 
ways worth while and this talk 
should follow the same theme as your 
advertising copy. Circular letters on 
your line of bathroom fixtures would 
be appropriate at any time. Your 
mailing list should include not only 
house owners but every family in 
your town. Remember that they are 
all prospects for bathroom fixtures. 


Special Assortments Offered 


Some dealers have found it advis- 
able to offer special assortments at 
attractive prices. Others have made 
good with specialized displays show- 
ing nothing but racks, or showers. 
Take showers, for example, there are 
many types at varying cost. Taste 
and pocketbook might have equal 
part in the selection of a shower. 
But, fortunately, there is practically 
a shower for every pocketbook. 

The firm of Ludlow & Squier, New- 
ark, N. J., also does a good business 
in bathroom fixtures and considers it 
an extremely valuable line for the re- 
tail hardware dealer to handle. This 
firm’s interior display is very com- 
plete and attractive as can be seen in 
the photograph accompanying this 
article. The lower or subway section 
contains a_ selection of portable 
showers which are very popular with 
those who do not want to purchase 
the more expensive curtain outfit. 


you’re paid to do work well; not 
twice, but once; that’s enough. Then 
do it right. That’s what you would 
say if you worked for yourself. 

Hire out, then, to a man named 
“You” and imagine it’s up to you to 
meet the payroll. Then see what dif- 
ference it makes in a point of view. 
Say, why not try it once for a da) 
or two? 

—Exchange. 
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Putting a Feminine Touch in the 
Housefurnishings Department 


The Skandia Hardware Co., Rockford, Ill., Has 


Placed This Division in Charge of a Woman 


—Recipes for Housewives 


HERE are many things that 
may be dispensed with in the 
conduct of our daily lives but 

no matter how we live we must have 
food to eat, a place to sleep and a fire 
to warm us. Chief of these three is 
food. .We must eat, and in order to 
do so we must have utensils with 
which to prepare our meals. 

There are very few stores of any 
description that offer a wider selec- 
tion in household wares than can be 
found at the Skandia Hardware Co., 
Rockford, Ill. Rockford is a prosper- 
ous city of the Mid-Western type and 
was settled years ago by thrifty 
Scandinavians. The Skandia Hard- 
ware Co. will soon celebrate its thir- 
tieth anniversary of service in that 
community. 

Everybody knows that the Scan- 
dinavians are good cooks. When 
these settlers first came to this coun- 
try they brought with them their 
knowledge of the culinary art and 
many of the utensils which are used 
in the process of preparing food. As 
the town grew and the new genera- 
tions came on, the art was handed 


down and the Skandia Hardware Co. 
has made it possible for the commun- 
ity to buy kitchen necessities to fit 
the art. There are few stores where 
such an array of kitchen helps can be 
found. To one who has never known 
the different things required in fancy 
cooking, the display is bewildering. 
In addition to the well known uten- 
sils there are such things as Swedish 
cake and patty molds, spitz irons 
or fancy cookie presses, cake shell 
pans, pastry bags and tubes, pastry 
jaggers, vegetable ball cutters, hard- 
tack rollers, molds of all kinds and 
shapes and many other things that 
the average store seldom handles. We 
wish it were possible to show the 
picture of the window large enough 
so you could appreciate the full as- 
sortment of utensils carried by this 
progressive firm. 


Display Arrangements 


The utensils for the most part are 
displayed on shelving along two sides 
of the room, but the smaller items 
are placed in baskets on a big horse- 
shoe counter in the center of the 


room. Enoch Nicholson, the general 
manager, calls this counter the “hair 
pin counter” and it is a very appro- 
priate name in view of the fact that 
it has a decided hair pin shape. The 
way in which that counter sells goods 
is amazing. This room is given over 
entirely to the sale of household 
wares and is under the-expert charge 
of Miss Nicholson, a daughter of the 
manager. Miss Nicholson carefully 
follows the trade publications so that 
nothing new in the cooking utensil 
line will escape her. She tries out 
new items, and if she can create a 
market for them she has added an- 
other money maker to the depart- 
ment. If they do not sell, she has 
gained a good deal from the experi- 
ence at little cost as initial orders on 
new items are not large. The win- 
dow for this department is always 
carefully trimmed, and many ladies 
from the other side of town come 
over “tg see what ‘Skandia’ is show- 
ing this week.” The firm advertises 
and conducts special sales, but the 
business has been built up largely be- 
cause the firm has stocks that are 
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complete and displays goods in such 
an inviting way that purchasing is 
made a pleasure. Miss Nicholson is 
a force by herself. The housewives 
find it a pleasure to trade with her. 
She knows her business and they ask 
her advice. She keeps a collection of 
fine recipes on hand and whenever a 
woman comes in wondering what she 
is going to get for dinner, Miss 
Nicholson sends her away happy 
with an appropriate menu and the 
necessary kitchen ware. 

While the HARDWARE AGE reporter 
was talking to this young lady a few 
days ago he could not help but notice 
the spic and span condition of her 
department. While he was there 
three ladies came in to buy some 
trivial items they had seen in the 
window. They picked out the articles 
they wanted and handed them to 
Miss Nicholson. Did she say “Is 
that all?” Nota bit of it! She held 
the articles while the three ladies 
continued to look at the other articles 
displayed in the baskets. Frequently 
she made helpful suggestions, ex- 
plaining the uses of the various goods 
shown. The three ladies had not in- 
tended to buy anything but the trifles 
they came in for, but went out with 
purchases that made the old cash 
register chuckle when Miss Nichol- 
son turned the crank. 

“That’s the way they all do,” she 
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said. “I seldom have to push sales.” 
Just let them look, and the minute I 
see them stopping I step up and 
show them something new we have 
just received. For the most part 
they wait on themselves, especially 
at the ‘hair pin counter’ and they 


Think It Over 


You put a sportsman in charge 
of your sporting goods. You 
have a man _ conversant with 
paint in your paint department. 
The man who sells your tools 
understands them and the needs 
of the men who use them. 


But have you ever thought of 
having a woman sell kitchen 
necessities. She knows the 





articles she sells and the needs of 
the customers as well. 


Think it over! 





have a wonderful time finding out the 
uses of some of the articles dis- 
played. That is when I can get in 
my best sales work because they are 
curious to know things, and you 
know a woman is always looking for 
something new that she can do in the 
kitchen.” 

Of course, the Scandinavian 
women and their children all know 
just what they want when they 
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come in, and it does not take long to 
satisfy their wants. There are many 
women, however, whose parents or 
grandparents never saw northern 
Europe, who make a habit of going 
over to see Miss Nicholson every 
week or so in order to see what is 
new, or to get a new recipe. They 
always go away with something from 
the “hair pin counter.” There isn’t 
a department store in that neighbor- 
hood that has a look-in on the house- 
hold business. 

If any dealer feels that he is not 
getting the ‘business he should in 
household lines it might be a good 
plan to place some woman of pleasing 
personality in charge of this depart- 
ment. About the first thing she 
would do would be to clean every- 
thing up spic and span and then ar- 
range the merchandise as only a 
woman can. With the proper co- 
operation from the rest of the sales 
force this department could be 
turned into one of the most interest- 
ing and profitable ones in the store. 
Don’t lose track of the fact that 
women are responsible for about 85 
per cent of all purchases made for 
the home. They are factors to be 
reckoned with. Offer your household 
merchandise to them through a 
woman who understands their prob- 
lems, and you will find them to be ap- 
preciative and profitable customers. 


This is the “hair- 
pin counter” of the 
Skandia Hardware 
Rockford, Ill. 
The fact that it is in 
charge of a woman 


Co., 


serves to increase 
sales the 


local housewives 


among 
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Fighting the Coal Shortage With Sifters 


LD KING COAL with the aid 
of controversy and winter has 
captured the throne of public 


attention. He has dissolved the 
legislature of the commonplace and 
in its stead he has set up over us 
the arbitrary laws of necessity and 
shortage. 

What are we going to do about it? 
Federal, State and municipal gov- 
ernments are organizing. Some have 
already taken the field or found 
substitutes. 

But the hardware merchant has 
already entered the battle. He has 
sent out battalions of oil and elec- 
tric heaters to engage winter on the 
flank. He has given instructions 
about loading the large and small 
furnaces, and he is now organizing 
and sending out salvage corps of 
ash sifters. 

It begins to look as though the 
hardware merchant will do more to 
save our homes from an invasion 
by winter than all of the govern- 
mental forces combined. The last 
battle will be won or lost, not by 
the regulations and mandates of the 
government forces, but by an ag- 
gressive and persistent use of ash 
sifters. 


Coals that burn in hearth and grate 
Cost a profiteering rate; . 
Sift them well, 
Who can tell 
When we'll get another crate? 


Substitute and anthracite 
Have us in an awful plight; 
Sift them well, 
Who can tell? 
Maybe we'll have heat to-night. 
—C. D. 


“Out of the store by Christmas” 
is the slogan of the ash sifters all 
over the country. Some of the more 
fortunate ones have adopted the 
slogan, “Out of the window by 
Christmas.” The more ash sifters 
that are sent into action before 
Christmas, the better Christmas 
will be for the people of this coun- 
try. 


Get the Sifters Into Action 


As a hardware merchant you owe 
it to yourself and to your com- 
munity to send as many ash sifters 
into action as possible. The illus- 
tration of the window display 
shown on this page is a capital ex- 


ample of what you can do to help 
send more sifters to the front. This 
display, which was arranged by 
Charles Conover for Banister & Pol- 
lard Co., Newark, N. J., last year, 
would be even more effective this 
year than it was then. 

In the foreground of the display 
Conover arranged a shovelful of 
coal and ashes as taken from the 
ash pit. He then showed the result 
after it had been properly sifted. 
One pile showed the coal saved by 
the sifting and the other pile 
showed the ashes. He emphasized 
the economy of sifting coals by his 
use of small display cards. In con- 
nection with the ash sifters he dis- 
played ash barrels and furnace 
scoops. A similar window display 
to-day would have twice the selling 
force that it had a year ago, when 
the necessity for saving coal was 
not so imperative. 

Link up your Christmas goods 
with the sale of ash sifters and oil 
and electric heaters. A cold Christ- 
mas is an appalling thought. Get 
people thinking about it. Arrange 
a display in your store and in your 
window. The results will make a 
better Christmas all around. 





OWN in Dallas, Tex., the 
D Hooker Hardware Co. opened 


a new store on Oct. 9, after 


moving its entire business trom 
Muskogee, Okla., where it had been 
established for fifteen years. The 
officers of the company felt that 
they had reached the limit of sales 
possibilities in Muskogee and so, 
after careful survey, they decided 
to move to Dallas. From the open- 
ing day the business has grown. 
To-day 37 men and women are em- 
ployed in its retail store. This num- 
ber will have to be increased soon 
because of the continual growth of 
the business. 

If this company can move its en- 
tire business from Muskogee, Okla., 
to Dallas, Tex., remodel a store and 
increase its business, what are your 
chances of increasing your business 
where you are, by remodeling your 
store? 


Cleanliness Means Business 


One of the things that has caused, 
and is still causing, the retail hard- 
ware merchant to lose ground in 
the large cities is an untidy, un- 
inviting and cluttered-up store. The 
department store with its wide 
aisles, its special displays and its 
well-ordered stock has done a great 
deal to influence the point of view 
of the buying public. It is true that 
the service a man or woman gets in 
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a department store is inferior in 
practically every way to the service 
that is found in the hardware store. 
But this is counterbalanced, espe- 
cially for the woman customer, by 
the fact that department stores are 
well arranged, invariably clean and 
thoroughly balanced in appearance. 

There are retail hardware stores 
in large cities that are models of 
what a good hardware store should 
be. But for every well arranged 
store there are two or three that are 
so crowded with merchahdise, so 
untidy in appearance, and so un- 
inviting at the entrance that they 
are actually eye sores and liabilities 
on the communities where they are 
situated. 

A merchant to-day whose store 
hasn’t a modern front, good window 
display space and adequate display 
room inside the door isn’t giving 
himself a square deal, no matter 
how much business he is doing. A 
sane man doesn’t invest money at 
3 per cent if he can get 6 or 7 per 
cent. Yet many merchants to-day 
are operating hardware stores and 
getting one, two and three stock 
turnovers when they could get four, 
five and six turnovers a year by 
simply investing a little capital to 
rearrange their stores so that they 
could have room enough to accom- 
modate customers and display more 
stock. The fundamental principle 


of modern merchandising may be 


expressed in one word—display. 
Success Depends on Display 


The hundreds of stories that have 
appeared on these pages during 
the past year have demonstrated 
time and time again the fact that 
successful merchandising depends 
more on display than on any other 
single element. Crowding a lot of 
goods together in a window or in a 
show case isn’t displaying merchan- 
dise. Usually it’s confusing to the 
eye and to the mind. Proper spacing 
is just as important in a display of 
merchandise as it is in an adver- 
tisement, a painting or a military 
formation. 

People, traffic and houses are all 
congested in the large cities. Con- 
gestion is a city commonplace. Pro- 
portion and space are unusual in 
the city and therefore twice as at- 
tractive. 

In arranging the Hooker Hard- 
ware Co. store at Dallas every de- 
tail was carried out with space and 
proportion in mind. 

The fixtures were designed and 
installed by C. B. Hunt, Jr. He is 
well known in the West as an au- 
thority in this line. He was with 
the Pettee Hardware Co., Oklahoma 
City, Okla., for a number of years, 
where he had charge of the adver- 
tising department. He is now in 
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Turnover by Remodeling 


charge of the advertising and sales 
of the Hooker Hardware Co. at Dal- 
las. For a time after he left the 
Pettee Hardware Co., Mr. Hunt de- 
voted all his time to remodeling 
stores, installing fixtures and put- 
ting into practice various merchan- 
dising methods in numerous stores 
in the Southwest. 


Up to Date in All Details 


The Hooker Hardware Co. opened 
its store Oct. 9 at 1405-7 Elm Street, 
Dallas, Tex. It is probably one of 
the most up-to-date stores in the 
United States. It has all of the 
latest ideas in store arrangement 
and stock arrangement designed to 
make selling easier and quicker and 
the general turnover of the store 
larger. 

The sampling system is used 
throughout the store. The samples 
are mounted on doors covered with 
rich black felt. The stock is car- 
ried behind the sample doors. The 
fixtures are all of light oak highly 
polished. 

Nine feet from the store entrance 
is the cutlery display in a horse- 
shoe show case measuring 13 ft. 
All of the show cases in the store 
are of the modern type with sani- 
tary legs. At the right end of the 
horseshoe case are six 8-ft. show 
cases devoted to silverware and at 
the left end six 8-ft. cases are used 
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for displaying ivory toilet articles, 
carving sets and small novelties. 

The cases are so arranged that a 
customer may see across the entire 
width of the store. Incidentally, the 
show cases are fitted with adjust- 
able glass shelves. 

The sporting goods department is 
on the right of the entrance and 
extends back 75 ft. Beyond that 
there is a 24-ft. section of kitchen 
cutlery. Beyond that is the elevator 
and beyond that the paint depart- 
ment, which is under a balcony. 
The extreme rear of the store is 
partitioned off and used as a store 
room for reserve stock and the ship- 
ping department. 

On the left on entering the store 
is the tool department, followed by 
the shelf and miscellaneous hard- 
ware department. Under the bal- 
cony are the nail bins, heavy hard- 
ware and steel goods. At present 
the housefurnishing goods are dis- 
played under the balcony in the left 
rear of the store, but this is only 
a temporary arrangement, as the 
upper floors are being remodeled 
and when completed will accommo- 
date the housefurnishings depart- 
ment and the china arc glassware 
and kindred lines. 

The balcony at present is being 
used for builders’ hardware and for 
the general office. The store is 50 x 
200 ft. and has three floors. All of 
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the alterations will be completed by 
Jan. 15. 


A Concrete Example 


This is a concrete example of 
what one firm has done by moving 
and remodeling. It has increased its 
business. So can anybody who has 
the nerve to take a chance and see 
it through. But it isn’t moving that 
is needed to-day. It is remodeling. 

Men change their clothes, their 
hats, their collars and very often 
their thoughts and ideas with the in- 
troduction of improved styles and 
patterns. A business upon which 
the owner and all of the people he 
employs depend for a living is at 
least entitled to the same considera- 
tion. 

Whenever a merchant changes his 
display window people stop to look 
at it. In every city and hamlet of 
the land people are alert for new 
things, new arrangements and new 
ideas. You can’t keep up with life 
by simply marking time. 

There are always a certain num- 
ber of scoffers and reactionaries who 
under the name of commonsense in- 
variably advise sticking to the old 
the tried and the true. But a short 
reading of history offers overwhelm- 
ing evidence to confuse the stand- 
patters. As we said before you 
can’t keep up with life by simply 
marking time. 
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A Hardware 
Card Index 


on Matrimony 





LTHOUGH June is popularly 
A supposed to be the month of 
< marriages statistics will show 
that people usually marry to suit 
their own convenience. December is 
picked as frequently as June. Every 
month means a number of marriages 
in your town. A year later the first 
anniversary of these newly wedded 
people is celebrated and this should 
mean more than mere social in- 
formation to the hardware dealer. 
It should offer him the livest type of 
prospects for the sale of housefur- 
nishings. 

The average couple of to-day 
usually start married life in a com- 
paratively modest way. Kind 
friends, of course, provide many use- 
ful articles that help to make the 
home worth while, but there are 
countless things that the bride will 
need to make her housekeeping 
easier. Her kitchen will usually be 
forgotten by even the most practical- 
minded friends. This means the sale 
of cooking utensils either in alumi- 
num or enamel, depending upon her 
choice. It also means, as every new- 
lywed will attest, the expenditure of 
at least $50 on the miscellaneous 
hardware items so essential in every 
modern kitchen. This will include 
innumerable hooks, a can opener, 
bottle opener, knife sharpener, 
kitchen sets, and dozens of items 
found in every hardware _ stock. 
Those who can afford it will certainly 
cesire a kitchen cabinet, refrigerator 
and white top table with chair. 

Elmira resembles many other New 
York cities and in fact is not very 
much different from the average 
American city. It has its proper 
proportions of marriages and their 
regular annual anniversaries, but 
they do not pass by unheeded. L. R. 
Clinton, treasurer of the Barker, 
Rose & Clinton Co., never misses a 
wedding or its anniversary. Mr. 
Clinton not only directs the finances 
of the firm but he also sees to it that 
there are finances to take care of. 
He makes sure of this by the utiliza- 
tion of unusual advertising methods 
that result in large sales. 


Mr. Clinton has an assistant make 
a card index of each local marriage. 
This data is obtained from the li- 
cense bureau, and the local papers 
are watehed for the exact wedding 
date. The card index system is ar- 
ranged so that an annual follow-up 
may be made a week or two before 
each anniversary. 


Getting After the Newlyweds 


Mr. Clinton sends a form letter 
neatly printed to resemble an en- 
graved announcement to all those 
who have just been married. This 
letter is folded around a cireular of- 
fering four kitchen assortments sell- 
ing at $5, $10, $15 and $20 respec- 
tively. The four sets are well se- 
lected, and, although none of the 
complete outfits may touch the buy- 
ing spot of the prospects, the letter 
is sure to remind them of the Barker, 
Rose & Clinton stock of household 
needs. This letter reads: 


“We wish you great happiness. 
“In equipping your new home, 
you will ‘be interested to know of 
our large assortment of house- 
furnishings and kitchen wares. 
We enclose lists of utensils which 
we offer you at special prices. If 
you prefer to make a combination 
of your own, you may substitute 
articles for others of equal value. 
“We invite you to see our kitchen 
cabinets, refrigerators and laun- 
dry equipment. We would like to 
show you our silverware, cas- 
seroles, carving sets and other 
pretty things for your dining 
room. We try to make our prices 
as low as possible. 
“Best wishes of success to both 
of you. 
“Sincerely yours, 
“Barker, Rose & Clinton Co.” 


Actual figures showing the sales 
directly influenced ‘by these letters 
are not available but the sales staff 
of this hardware firm have gone on 
record as saying that there are many 
new customers added to the sales 
lists and that many complete equip- 
ments are sold to people shortly after 
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they receive Mr. Clinton’s letter. As 
mentioned before the index system 
works automatically in a way that 
brings the marriage of John Smith 
and Edna Jones, March, 1921, to the 
attention of Mr. Clinton in February 
1922. This enables him to send Mr. 
Smith a special form letter remind- 
ing him of the past year and of the 
stock of goods on hand suitable for 
an anniversary present to Mrs. 
Smith. 
This letter reads: 


“Dear Sir :— 

“As the first anniversary of your 
marriage comes around, you’re 
thinking what a pleasant year it’s 
been. And, you’ll want your ‘better 
half’ to know that you appreciate 
all she’s done in making a home for 
you. 

“You are probably expecting to 
give her something on this occasion. 
May we suggest you select something 
from our electrical wares? We have 
electric toasters, coffee percolators 
and grills to make getting meals 
more pleasant. We have very fine 
table lamps at reasonable prices. 
Then, there’s silverware, carving 
sets and casseroles in mighty neat 
patterns. ; 

“She would be interested in our 
kitchen cabinets, electric irons and 
electric clothes washers. They’ll 
make her work a lot easier and they 
don’t cost so much. She'll certainly 
appreciate a vacuum sweeper. Can’t 
we have our man come to your home 
to show her how nicely it works? 

“Come in and let us show you 
these things—bring HER along. 
She’ll decide the style; you can de- 
cide the price. 

“Very truly yours, 
“Barker, Rose & Clinton Co.” 


How about the weddings and their 
annual anniversaries in your com- 
munity? Get busy and line up these 
events on cards or in some way so 
that every wedding means a new 
prospect for your sales department. 
The newlyweds will be flattered at 
your attention and you will gain 
profit from their purchases. 
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In this holiday season as the spirit of Good Will ushers in 
a new pear of opportunity 


Hardware Age 


desires to again tender the age-old, but ever new greeting 


AQ Merry Christmas 


a 


nd 
A Happy New Vear 


to its hosts of friends and co-workers in the hardware trade 


May this Christmas of 1922 symbolise in truth an era of Peace 
on Earth and Good Will to Men 


Map it bring to you promises of a new and greater period of health 
and happiness, prosperity and serbice 


flay our future relations be as mutually pleasant as those we have 
enjoped since first our narrow feot-paths merged in 
the golden highway of friendship 
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Paint 2 Box 


bye thing that we have been try- 
ing to accomplish for the past 
year has finally come to pass. When 
we first started this page, we called 
the attention of the hardware deal- 
ers to booklets that have been ob- 
tained from different sources, and a 
good many of them responded and 
ordered them. In other cases, no 
attention was paid to them. Pos- 
sibly all the hardware men in the 
country thought we were trying to 
put over a proposition which’ was 
too deep for them; that the ques- 
tions would be too technical; that 
the answers would be difficult to 
understand. 

Now comes a book that is as 
nearly perfect as a book of this kind 
can be. It is being printed by the 
source of all the paint knowledge in 
this country in a way that will in- 
fluence your customers to use the 
advice you give them after you have 
obtained it from this publication. 

“Painting and Decorating, or 
Elementary Studies in House 
Painting and Decorating,” published 
by the National Association of 
Master House Painters and Deco- 
rators of the United States and 
Canada, is the title of this book. 
We have read it through thorough- 
ly. If we were running a hardware 
store, we would see that each clerk 
that had anything to do with the 
sale of paint had one, and we would 
have a little store meeting every so 
often, and we would have our 
lessons well learned. This would 
tend to multiply the paint sales in 
a hardware store, not once, but 
many times. It seems that there is 
nothing left out and that every 
question is answered. We will take, 
for instance, some of the questions 
that we have tried to put over which 
in a way have been unsuccessful. 

The questions in Lesson Number 
One start out, “What is Paint?” 
“Can you Paint on Glass or on 
Brick?” and there are nineteen ques- 
tions in that first lesson. Go 
through the book to the mixing of 
colors in order to get all of the dif- 
ferent shades; treatment for old or 
new walls; for the different woods; 
for floors, and all of the different 
methods that are to be used. It is 
a splendid thing that the Inter- 
national Association of Master 
House Painters and Decorators are 
not holding this book for them- 
selves, and that they say they would 


like to have it in the hands of every 
hardware man, every paint man, 
and every clerk in the country. It 
can be purchased for $2 from A. H. 
McGhan, secretary of the Inter- 
national Association Master House 
Painters and Decorators of the 
United States and Canada, and his 
address is 1513 Eleventh Street, 
N. W., Washington, D. C. 

Now that this book is published, 
and we know that every hardware 
man who reads HARDWARE AGE is 
going to have one in a few weeks, 
we will have to change our Question 
Box into something more than mere 
questions. We are going to have to 
start to go into details as to the 
best ways of making the paint busi- 
ness larger. We are going to talk 
on displays and means of following 
up business in your town. Con- 
sequently, we are going to ask you 
for a little assistance. We would 
like to have some questions come in 
during the next month that are 
directly along the lines of your own 
store troubles in the paint depart- 
ment. We are going to try and do 
our best to answer them, and pos- 
sibly they may be answered with 
illustrations. 

We know that during the past 
month there has been considerable 
paint business neglected on account 
of the fact that dealers absolutely 
refuse to remember that there is a 
large amount of painting to be done 
during what we would call the “in- 
side months.” We noticed one store 
a couple of months ago that had a 
large rocking chair in one’window 
which had been half painted with 
chair enamel, and in another window 
a Ford fender, half painted with 
black automobile finish. The dealer 
told us that he had sold over 600 
quarts of these as a result. 

There is a great deal to be done 
during these “inside months” of 
December, January and February. 
Think for a moment that all over 
the country women are removing 
wall paper and are instead apply- 
ing flat wall paints to their walls 
through advice given them by deal- 
ers. Why are you not getting your 
share of this business? There is 
seven times as much interior sur- 
face to be covered as there is ex- 
terior surface. Tables and chairs 
around the house will be varnished 
as will the floor borders around 
rugs. When you do not get your 
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share of this business, it is certainly 
a shame, and the only reason you 
fail to get it is because you do not 
suggest it. 

Right after the holidays, put a 
couple of old chairs which have been 
only half-painted in the window or 
an old Ford fender, and then put a 
big sign across the top of the win- 
dow, “Do It YoursE.LF.” Do this, 
and watch them flock in. Everyone 
carries a one coat furniture enamel 
and a one coat automobile enamel. 
You all have brushes that will do 
the work perfectly. You all should 
have a flat wall finish that will do 
perfect wall work in two coats and 
one that any woman can apply. Just 
give the matter some thought and 
act accordingly. Get your manufac- 
turer to do a little local circularizing 
along these particular lines, and fol- 
low that circularizing up yourself 
with a little intensive personal 
work. You know these sundries pay 
larger profits than ordinary house 
paint and they certainly help to pay 
the rent in the dull winter months. 

Farmers are comparatively in- 
active at this time of the year, and 
seven-eighths of them put away 
their reapers, binders, mowers, cul- 
tivators, and other agricultural im- 
plements in bad condition, without 
having applied a coat of implement 
paint or implement enamel. Why 
not draw up a sign and put it up 
where each one of them will see it 
when they come in, “RusT AND NEG- 
LECT Is WHAT MADE THE HARVESTER 
Trust RicH. Try OUR IMPLEMENT 
PAINT.” We came in touch with a 
dealer to whom we suggested this 
thing a short time ago. He recently 
stated that he had sold eighty quarts 
as the result of this suggestion. 

Why not make a drive on paints 
for the milk cans? You have driven 
along the country roads and have 
seen these cans standing out all 
rusted. A coat of implement paint 
on the outside of each of these would 
not only have doubled, but would 
have quadrupled its life. 

Let’s all get busy on some of these 
newer factors, and don’t forget that 
while the first few paragraphs seem 
like advertising, they really are not. 
Mr. McGhan of the International 
Association, is to be congratulated 
on the work that has been published, 
and HARDWARE AGE hopes that every 
hardware man in the country will 
have a copy of the book. 





TTT TE 


TTT Wh CE 





TUOUPODUOAETEU EATEN 





December 21, 1922 


HARDWARE AGE 


57 


This National Organization Helps You Solve 


Your Business Problems 


How to Receive Assistance from the Chamber of Commerce 
of the United States—Hardware Trade Represented 
in This Nationwide Organization 


UPPOSE you as a merchant were 
S in a position to call into council 

with you in connection with 
some of your major problems an or- 
ganization whose membership in- 
cluded hundreds of the leading busi- 
ness organizations and _ individual 
concerns located all over the United 
States. Would you not regard it as 
a great advantage, a valuable priv- 
ilege, to be able to submit such ques- 
tions and obtain a definite, trust- 
worthy answer? 

“Of course I would,” you answer. 
And naturally. For what other reply 
could any thoughtful, progressive 
merchant make? 

But do you know that there is just 
such a nation wide organization? 
And that its membership includes, 
in all probability, an association of 
which you are a member? And that 
there are among its members men 
who directly represent the industry 
of which you are a member, viz., the 
distribution of hardware? 


Nation Wide Membership 


The organization in question is 
the Chamber of Commerce of the 














Ernest T. Trigg 


United States. Its headquarters are 
in Washington. Its membership in- 
cludes some 1400 Chambers of Com- 
merce, Boards of Trade or other 
similar business organizations, in ad- 














Harry A. Black 
dition to about 6000 individual con- 
cerns or business men. 

The Chamber’s activities have sev- 
eral direct points of contact with the 
dry goods trade. One of these is 
through its Department of Domestic 
Distribution. This department is 
constantly studying the new develop- 
ments in distribution methods, for 
example, the significance of chain 
store growth. It gives attention to 
cost of doing business, to turnover, 
profit ratios, price tendencies and the 
like. 

The work of the Distribution De- 
partment links up closely with that 
of the Department of Transportation 
and Communication, which is inter- 
ested in the freight rate situation 
from various angles, in Government 
regulation, and in the effect of legis- 
lation on the railroad situation. This 
same department also deals with 
highway transportation, because of 


the increasing use of our roads by 
heavy trucks. 
Helping Manufacturers 
The Fabricated Production De- 
partment works, among other things, 
in behalf of lowered costs of produc- 
tion, in the standardizing of output, 
and in other directions related to the 
production of made-up articles of all 
kinds, from ships to textiles. 


The Merchant’s Problems 


The department dealing with in- 
surance touches certain of the mer- 
chant’s problems very closely, not- 
ably with regard to the enactment of 
legislation which, though well meant, 
may ultimately increase the cost of 
insurance. 

The Department of Finance gives 
its continuous attention to the prob- 
lems arising from time to time in 
connection with the workings of the 
country’s banking and currency sys- 
tem, the national budget system, tax- 
ation, our war debt and the debts 
due this country from our allies in 
the war. 

Less directly related to the mer- 
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chant’s interests but still performing 
a service which redounds to his ulti- 
mate advantage are the other De- 
partments of the Chamber. 

That of Civic Development has to 
do, among other things, with the 
problems of housing, of developing 
healthy conditions in the ‘building in- 
dustry, and of the erection of build- 
ings of sound type of construction. 


Foreign Commerce 


The Department of Foreign Com- 
merce investigates and studies for- 
eign markets and international trade. 
This department, in turn, links up 
with the Transportation Department 
in the matter of sea carriage, and 
one of the matters to which consid- 
eration has thus been given is the 
adoption of a uniform bill of lading 
by leading nations. 

The Department of Natural Re- 
sources Production has to do with 
the output of raw materials of al! 
kinds. 

Each of the departments is 
equipped with a staff of men skilled 
and experienced in the branches of 
activity and service in behalf of com- 
merce with which the department in 
question has to deal. Thus study of 
the problems arising in_ those 
branches is continuous. 

The results of these studies are 
passed out to the membership in the 
form of reports; in some cases in the 
form of a printed handbook, in oth- 
ers on mimeographed sheets—though 
even then the report is likely to be 
illustrated with illuminating graphs. 


How Problems Are Studied 


The Chamber acts as a whole in the 
study of many national problems af- 
fecting the interests of the business 
world. This is done largely by means 
of referendums. The subject under 
consideration is first dealt with by a 
committee drawn from the officers of 
the Chamber and members of its 
board of directors. The committee 
then presents a report, which, if in 
proper and adequate form for sub- 
mission to the membership, is incor- 
porated in a pamphlet. This pam- 
phlet, in addition to the report itself, 
contains a brief of the major argu- 
ments for and against the subject 
under discussion. 

A copy of the pamphlet is for- 
warded to each member, together 
with a ballot. A period of forty-five 
days is allowed for the voting 
strength of the Chamber to be re- 
corded. At least one-third of the 
voting membership must express its 
views. If two-thirds of the vote thus 
cast represents at least twenty States 
as in favor of the preposition it is 
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recorded as having been adopted by 
the Chamber. 

Full opportunity is given to an or- 
ganization member to present a sub- 
ject for the consideration of the 
Chamber and if the directors, in ac- 
cordance with the by-laws, decide 
that it is national in character, timely 
in importance, and general in appli- 
cation to business and industry it 
may be submitted for consideration 
iby the Chamber in annual or special 
meeting or by referendum. 


Inquiries Initiated by Members 


Referendums have been taken on 
many questions, such as the Ameri- 
can valuation plan as proposed in 
connection with the recently enacted 
tariff, the soldiers’ bonus, the mer- 
chant marine, the disposal of the 
Government-owned merchant vessels, 
and, more recently, on the question 
whether banks should make remit- 
tances at par to the reserve bank of 
their district on out-of-town checks 
received from their customers. 


Arbitration of Disputes 


One of the salient acts of the 


Chamber is the recent establishment. 


of an arbitration board for the set- 
tlement of disputes between commer- 
cial concerns growing out of business 
transactions. This board is com- 
posed of members of the board of 
directors who have been elected to 
represent the nine election districts 
into which the country has keen 
divided and to represent the activi- 
ties embraced in the eight depart- 
ments to which reference has been 
made above. Such members of the 
board must also be in.the second year 
of the two-year term for which they 
were elected. 

A system for the conduct of arbi- 
tration proceedings has been care- 
fully worked out and put into printed 
form. 

It will be seen from the foregoing 
brief and incomplete outline that 
through his.local Board of Trade or 
Chamber of Commerce (unless that 
body happens to be so exceptional as 
not to be a member of the national 
Chamber) any business man can ob- 
tain the aid of the Chamber of Com- 
merce of the United States in solv- 
ing practically any business problem. 

In addition to that means of ap- 
proach, the attention of the Chamber 
can be sought, and cbtained where 
deemed advisable, through the direc- 
tor or directors representative of the 
particular branches of trade or in- 
dustry. 


Hardware Trade Represented 


The hardware trade, for instance, 
may communicate with Harry A. 
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Black, president, Black Hardware 
Co., Galveston, Texas; Alvan T. Sim- 
onds, president, Simonds Mfg. Co., 
Fitchburg, Mass., cr Ernest T. Trigg, 
vice-president and general manager 
John Lucas & Co., Inc., Philadelphia, 
Pa. 

Mr. Black is well known to the 
hardware trade, not alone from his 
connection with the Black Hardware 
Co., but from his activities in various 
trade associations. He has served 
as president of the Texas Hardware 
Jobbers’ Association, and has held 
several prominent offices in the 
Southern Hardware Jobbers’ Asso- 
ciation. Mr. Black is vice-president 
of the United States Chamber of 
Commerce for the Southern District. 
His business address is, Président, 
Black Hardware Co., Strand between 
22nd and 23rd Streets, Galveston, 
Tex. ‘i 

Alvan T. Simonds is likewise well 
known in hardware circles, as presi- 
dent of the Simonds Mfg. Co., Fitch- 
burg, Mass., ‘and director of the 
Hunter Arms Co., Inc., Fulton, N. Y. 
He is also a member of the American 
Iron & Steel Institute, the British 
Iron & Steel Institute, the National 
Metal Trades Association, and the 
American Supply and Machinery 
Manufacturers’ Association. He can 
be addressed at 470 Main Street, 
Fitchburg, Mass. 

Ernest T. Trigg is a prominent fig- 
ure in the hardware and paint trade, 
not alone as vice-president and gen- 
eral manager of John Lucas & Co., 
Inc., but also as chairman of the 
committee in charge of the National 
Save the Surface movement. Mr. 
Trigg has served as president of the 
National Paint, Oil & Varnish Asso- 
ciation, the Philadelphia Paint, Oil & 
Varnish Club, and the Philadelphia 
Chamber of Commerce. He can be 
addressed care of John Lucas & Co., 
Philadelphia. 

All of these men are active and 
regular participants in the delibera- 
tions of the Chambers’ executives, 
and will gladly give their personal 
attention to communications from 
hardware merchants, jobbers and 
manufacturers relative to matters 
they may desire to have brought be- 
fore the Chamber for its considera- 
tion. 

When a man is in need of informa- 
tion he usually goes to some consti- 
tuted source of authority on the sub- 
ject in question in order to solve his 
problems. The same applies to a 
firm. The Chamber of Commerce of 
the United States is a source of 
authority and is recognized as such 
throughout the country. Why not 
utilize it? You will find it worth 
your while. 
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Getting the Customer's 


a Missouri hardware merchant 

and a former president of the 
National Retail Hardware Associa- 
tion, made a statement that has 
never received the attention it de- 
serves. 

“The hardware man wants to get 
on the outside of his store and look 
in,” Mr. Campbell said, “instead of 
spending all his time looking out. 
Unless he gets the customer’s view- 
point he isn’t going to be as good a 
merchant as he should be.” 

We had the pleasure of talking 
with a gentleman the other day who 
is both a salesman of hardware and 
a business observer of broad ex- 
perience. He employs unique meth- 
ods of gathering information. When 
he wants to get information about 
his own business he goes out into 
the street among his customers 
and listens to what they say about 
his window displays, and he goes 
among the customers in his store 
and watches their faces as they: ex- 
amine the displays and merchan- 
dise. 

One of the members of our edi- 
torial staff looked into the Vonne- 
gut Hardware Co. store at Indian- 
apolis, Ind., a few months ago 
through the eyes of several of the 
firm’s customers. This is, in a con- 
densed form, what the people inter- 
viewed said about the Vonnegut 
store. Some of the people said: 


Sie time ago J. M. Campbell, 


Point of View 


The Vonnegut 
Hardware Co. of 
Indianapolis, Ind., 
Gets Information 

from Patrons 


and Acts Upon It 


“You can always get what you 
want.” Others said that they en- 
joyed trading there because they 
believed the prices were fair. Still 
others said that they liked the store 
because it was always clean and 
orderly. 

Arthur Vonnegut, who handles 
the store’s advertising, will con- 
vince you that the firm has earned 
its reputation. Everybody in the 
store is continually waging war 
against dust and dirt. The firm 
spends time and money to have the 
stock arranged attractively both in- 
side the store and in the windows. 

The illustration of one of the 
Vonnegut window displays is proof 
of this. Neatness and careful ar- 
rangement strike you immediately 
when you look at this display. 


Furthermore, everybody in the 
store, from the buyer to the deliv- 
ery boy, tries to bear in mind the 
customer’s point of view at all times 
during business hours. That is 
probably one of the reasons why the 
Vonnegut Hardware Co. has been 
so successful and enjoys such a 
large proportion of the patronage of 
the people of Indianapolis. 

Another example of getting the 
customer’s point of view may be 
cited by mentioning Smith & Win- 
chester of Jackson, Mich., who have 
done a good hardware business for 
years. About two years ago they 
completely rearranged their store. 
It has increased thejr business enor- 
mously. Dozens of customers have 
said so and the company’s books 
prove it. Simply by placing a few 
potted palms and ferns in the 
housefurnishings department has 
resulted in many women acknowl- 
edging that they now prefer buying 
there more than anywhere else. 

Another thing that Smith & Win- 
chester did was to paint all the dis- 
play stands in the kitchen ware 
department with white enamel. The 
“white kitchen” talk of a few years 
ago suggested it. Women have re- 
marked about it, and aluminum 
ware, enamel ware and glass oven 
ware show up exceptionally well 
against a white background. 

Getting the customer’s viewpoint 
is practical merchandising. 





HE other day I went into a 
‘i hardware store with a friend 
of mine. He was after a box 
of 12 gage shells for hunting. The 
season was about to open on birds. 
The hardware salesman who met 
him was polite, showed him two 
or three kinds of shells in different 
loads, took the buyer’s money and 
remarked pleasantly about’ the 
weather as we went away. Total 
purchase, one box of 12 gage shells. 
Plenty of money left in the buyer’s 
pocket and even an interest shown 
in other hunting accessories on dis- 
play. 

A few days later, having pro- 
cured a hunting license and the first 
day of shooting being at hand, I 
walked into that same store to get 
some ammunition for my own use. 
A different salesman met me, a new 
man on the job. 

“IT want to get a box of 16-gage 
shells, chilled shot, about a 7 or 714, 
smokeless powder,” I said. 

“What make do you like best?” 
he asked. 


A Different Sales Method 


I told him and he set before me 
a couple of boxes of the kind men- 
tioned, and also laid out two or 
three others. I didn’t think of it at 
the time, but I can see now the 
psychology of quantity was what 
he was using. Just setting out one 
box would never have suggested 
my getting more than one, and even 
if he had then spoken of my taking 
more than one, it would have been 
easy to say, “No, this will be 
enough.” 
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24 A Sales Lesson 
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from 


a Box of Shells 


But when he got several kinds 
before me, he interested me in tak- 
ing more time in making the pur- 
chase. He got me talking about 
shells and the kinds I had used and 
he found out I had a 12-gage gun 
as well as a 16, and it was the most 
natural thing in the world to ask 
if I had plenty of shells for the 12. 

As a matter of fact I had thought 
I wouldn’t use the 12 this season 
and I said as much, but he only 
said: 

“Perhaps you are right in think- 
ing the 16 will be the most satis- 





By Frank Farrington 


factory. But you might some day 
want to go back to the 12. They 
say there are quite a lot of those 
big gray rabbits this fall, and you 
need a 12-gage and about a number 
4 shot for those fellows.” 

I hadn’t thought about rabbits, 
and I concluded that after all I had 
better be ready for anything that 
might come, so I took a box of the 
12’s and with so many boxes out 
it was easy to take a couple of 
boxes of the 16’s instead of just 
one. After all, as the man said, 
one box doesn’t contain many shells 
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and a hunter wants pretty nearly 
that many with him anyway. All 
the suggestion he needed to make 
was to say, as he took up the shells 
to wrap them, “Two boxes of the 
16s?” 

“Have you used your guns since 
the last season?” I was asked as 
he tied up the shells. 

I admitted that I hadn’t looked 
at them. 

“If they should be rusted any, 
come in and get a bottle of this 
gun-oil, unless you have something 
good. Of course you probably have 
a bottle of oil left over. It’s a 
mighty good thing to have so you 
can oil up the guns on wet days 
and always leave them in such 
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shape that they won’t rust or pit. 
Did you ever notice what a differ- 
ence there is in the way men take 
care of a gun? A fellow was in 
here the other day with one that 
almost needed a new barrel, it was 
so badly rusted and marked. It 
was a shame the way he had let 
that gun go.” 

While he was speaking I was try- 
ing to remember if I had any oil 
left, and mentally I was speculat- 
ing on the chances of my guns being 
rusty. It looked like good business 
to get a bottle of oil to be safe. I 
said so. 

“You can use this oil for a good 
many things around the house, you 
know,” said the clerk. “It’s good 
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on the sewing machine and any 
place where you need a clean, light 
lubricant.” 

After I had paid for what I had 
bought, he asked me if I would like 
a card with the game laws on it, 
and he gave me one that had the 
laws that applied to the game 
around our county, and on the back 
of it there was advertising matter 
about the store’s various lines. It 
was in a tough envelope on which 
was a space for your name and the 
imprint, “Keep the law in your 
hunting coat pocket.” 

“IT suppose your hunting jacket 
has a little pocket this will fit, like 
these have,” was the clerk’s remark 
as he laid on the counter before me 
a hunting jacket and showed me the 
convenient pocket he meant. Quite 
naturally I looked the jacket over 
and commented on it. 

“Have you got a hunting coat 
that’s really waterproof?” he asked. 
“This one will stand a whole after- 


noon of rain without wetting 
through even on the _ shoulders. 
I’ve seen it tried out.” 

That interested me. I had a 


hunting coat that was sound and 
whole enough as far as that goes, 
but it was old and it did wet 
through in any kind of.a shower. I 
was rather an easy purchaser of a 
coat. 

The Effect of Real Salesmanship 


When I left the store I had spent 
nearly $20, when I went in for the 
purpose of buying a box of shells. 
The other customer I mentioned 
with whom I had gone to the store 
before, had more money than I, 
probably needed more things. He 
would have been a liberal buyer if 
he had been encouraged, but the 
man who waited on him, simply 
handed out the thing asked for and 
used no energy and scarcely any 
brains. The store was entitled to 
nothing more than it got from that 
customer. 
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Mellon Suggests Sweeping Amendments in Revenue 
Laws—Many Appeals for Tariff Changes— 
Attacks on Ship Subsidy Measure 


[vs Secretary of the Treasury 
has started something. In his 
annual report upon the opera- 

tions of his department Mr. Mellon 

makes a’ number of important recom- 
mendations for the amendment of the 
income tax laws which promise to form 
the basis of supplemental internal 
revenue legislation at the first session 
of the next Congress which, from pres- 
ent indications, is likely to be called 
some time next spring or summer. 
Mr. Mellon’s recommendations are 
so comprehensive and have such an 
important bearing upon the Federal 
revenues that I find quite a number 
of influential senators and representa- 
tives who think that instead of waiting 
until the next Congress a bill embody- 
ing the proposed changes should be 
introduced and pressed at the present 
session. After careful consideration, 
however, the real leaders are of the 
opinion that nothing could be gained 
by attempting to put through a revenue 
bill at the present short session but 
that, on the contrary, the appropria- 
tion bills might be imperiled and the 
ship subsidy bill deprived of every 
chance it has of becoming a law. 


Has Comprehensive Program 


Nevertheless and notwithstanding, 
Secretary Mellon has started some- 
thing. He has outlined a succinct pro- 
gram of internal revenue legislation 
affecting business men in all lines and 
making some sweeping changes in the 
income tax laws especially in the 
matter of exemptions. 

Mr. Mellon gives some 
figures to show that the 


startling 
present 
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drastic schedule of surtaxes, while ap- 
parently very high, is annually produc- 
ing less and less revenue for the reason 
that persons with incomes in excess of 
a few thousand dollars per annum are 
driven by the high surtaxes to resort 
to every legal device to escape the 
burdens imposed on all but the most 
moderate incomes by the provisions of 
existing law. The Secretary especially 
stresses the importance of cutting 
down from 50 per cent to 25 per cent 
the maximum surtax on incomes, and 
presents graphic figures to show that 
if the surtax were limited to 25 per 
cent hundreds of millions of dollars 
now annually invested in tax-exempt 
State and municipal bonds would go 
into the preferred and common stocks 
of industrial enterprises, thus stimulat- 
ing industry throughout the country in 
addition to yielding handsome revenues 
for the Government. 


Demagogues Oppose Reforms 


This recommendation was originally 
made to the Ways and Means commit- 
tee when the present revenue law was 
under consideration. It was ignored 
because the influence of certain de- 
magogues in Congress, who hoped to 
make political capital through the 
oppressive treatment of wealth in all 
forms, was strong enough to overcome 
the arguments of the far-sighted lead- 
ers who naturally regarded the pend- 
ing measure as designed to produce 
revenue for the Government rather 
than merely to burden the rich. 

I feel sure, however, that Secretary 
Mellon’s recommendations will now re- 
ceive greater consideration not only 


because experience has shown his posi- 
tion to be sound but also because no 
Congressional elections are now pend- 
ing, and, therefore, no political capital 
is to be made by insisting upon the 
drastic taxation of wealth. 

The recommendation of Secretary 
Mellon that the Federal constitution be 
so amended as to prohibit the issuance 
by States of tax-exempt securities has 
heretofore received attention in Con- 
gress and a measure having this object 
in view has already been reported by 
the Ways and Means committee of the 
House in the form of a joint resolution 
which, of course, after its passage by 
Congress must be ratified by three- 
fourths of the states. There is little 
likelihood that this measure will make 
any progress in the present Congress. 


States Would Not Yield Rights 


It is extremely doubtful, however, 
that even if Congress passed such a 
resolution, three-fourths of the states 
would be willing to abandon their right 
to issue tax-free securities which en- 
ables them to borrow money at from 
4 to 4% per cent when, if the income 
from such _ securities were taxable 
under the Federal law, it would be 
necessary to raise the interest rate to 
6 or 7 per cent in order to float the 
bonds. In no event is it likely that any 
change will be made with respect to 
the exemption of State and municipal 
securities within the next two or three 


‘years. 


Special attention has been drawn to 
the feature of the Secretary’s report 
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Manutacturers and Jobbers Are Keeping Atlantic City 
Pledges, Says Jones 


63 


Secretary Pennsylvania & Atlantic Seaboard Ass’n Urges North 
Jersey Dealers to Sell More Specialties—All Future 





N address by Sharon E. Jones, sec- 

retary of the Pennsylvania and 
Atlantic Seaboard Hardware Associa- 
tion, in which he declared that “the 
manufacturers and jobbers are getting 
together to fulfill the pledges they 
made at Atlantic City to help the re- 
tailer increase his sales”; unanimous 
decision to hold all monthly meetings 
hereafter at Newark, N. J., and to have 
the secretary of the State association 
collect all local dues, and the showing 
of industrial motion pictures were the 
highlights at the meeting of the North 
Jersey Hardware and Supply Associa- 
tion held Dec. 12, at the Downtown 
Club, Newark, N. J. 

“It is a remarkable thing,” Mr. Jones 
said, “the way the manufacturers and 
jobbers are getting together, and carry- 
ing out the promise they made at At- 
lantic City last fall. That promise was 
briefly, that they would see that the 
man who sells is prepared to sell. They 
are already at work helping to educate 
the hardware trade and their own sales- 
men. 

Salesmen Needed 


“Some time ago I attended a meeting 
of hardware merchants and a man from 
the Save the Surface Committee got up 
to speak and asked, ‘How many men 
here sell paint?’ Most all of the deal- 
ers present raised their hands. Then 
the speaker asked, ‘How many men here 
know what paint is made of?’ And 
only one man in that room raised his 
hand. Think of it! 

“How do you expect to sell paint if 
you don’t know what it is? How do you 
expect to sell tools if you don’t know 
how they’re made and why? One of 


the greatest needs of the hardware 
trade to-day is for efficient salesmen 
who know the lines they sell, and who 
can tell others about them. 


William B. Dean Dies 


William B. Dean, member of the firm, 
Nicols, Dean & Gregg, heavy hardware 
and automotive equipment, St. Paul, 
Minn., died at his home in that city on 
Dec. 6. 

Mr. Dean was born in Pittsburgh in 
1838, and when he went to St. Paul at 
the age of eighteen he entered the em- 
ploy of Nicols & Berkey, successors to 
the first hardware dealer in the city. 
Four years later he succeeded Mr. 
Berkey as partner. His wide range of 
interests made him prominent in social 
as well as industrial circles. As a 





Meetings to Be Held at Newark 


“That is one of the fundamental pur- 
poses of the trade associations. They 
exist to increase the efficiency of their 
members as merchants, and to assist 
them in their business problems. You 
must. know the goods you sell if you 
expect to stay in business. Some men 
run their stores in such a way they are 
actually encumbrances on their com- 
munities. There are many hardware 
dealers, however, who render invaluable 
public service to their communities by 
running their stores efficiently, econom- 
ically and progressively. 

“The hardware merchants’ overhead 
to-day is too much. In northern New 
Jersey it is something like 26 per cent. 
Ways and means have to be developed 
to lower this overhead by increasing 
turnover. It would pay a merchant to 
have some of his best men do nothing 
but think up plans for improving his 
store’s service, increasing its turnover 
and cutting down its overhead. 

“Tt can’t be done by marking up 
prices. That’s one of the most serious 
mistakes a merchant can make. It is 
infinitely better to sell more goods at a 
lower margin of profit and get the turn- 
over. No matter what margin of profit 
you estimate getting on a certain 
article, it’s costing you money as long 
as it’s on your shelf. 

“Do you know that an article on your 
floor for one year costs you $10? The 
world is moving all the time and you’ve 
got to keep up with it. You can’t de- 
pend on staples and seasonable lines 
alone. Get into the specialties field and 
you’ll make money. Keep adding new 
lines, lines that will turn over fast, and 
learn those lines thoroughly before you 
begin to sell them. 

“At a local meeting in Pennsylvania 
a short time ago the question was 
asked: ‘What would you do with $1,000 





member of the executive committee of 
the Great Northern Railroad and a 
director for twenty-two years, Mr. 
Dean was a prominent factor in fram- 
ing the policies of the transcontinental 
system. He also served in the Minne- 
sota legislature and was a director on 
many State, local and industrial gov- 
erning bodies. 


Marlboro Wire Goods Addition 


The Marlboro Wire Goods Co., Marl- 
boro, Mass., is having plans made for 
a large plant addition. 






if you had it to use in your business?’ 

“One man said he would use it to in- 
crease the efficiency of his store service. 
Another said he would invest it in fast 
turning merchandise. Every man in 
the room had a different answer. But 
the answer that impressed me the most 
was the answer one man gave that was 
certainly original. 

“He said he would take the $1,000 
and invest it in a bond at 7 per cent. 
Then he said he would offer the $70 in- 
terest on that bond as a prize to the 
employee in his store who during the 
year offered the best practical sugges- 
tion for increasing the turnover of the 
store’s stock. 

“Just one word more,’ Mr. Jones 
concluded. “I want to say that we will 
have the largest hardware exhibition 
ever held anywhere in the world at 
Philadelphia next February. There are 
400 exhibitors already contracted.” 

Previous to Mr. Jones’ talk the North 
Jersey Association voted unanimously 
to hold all meetings in the future at 
Newark and to have the dues of the 
local members collected by the secre- 
tary of the Pennsylvania and Atlantic 
Seaboard Association. 

W. G. Pearce, field secretary of the 
Pennsylvania association showed mo- 
tion pictures of wood chopping in Aus- 
tralia and of the legendary origin of 
the saw by Talus, a Greek philosopher, 
who conceived the idea of a crude car- 
penter’s saw by experimenting with a 
serpent’s jawbone and teeth. 

The nominating committee appointed 
to nominate officers at the next meeting 
consists of the following: Lawrence B. 
Landrine, Jersey City; Geo. F. Meyer, 
Paterson; Alfred Birkenmeier, Newark. 
A dinner was served before the meet- 
ing. Sidney J. Milligan, president of 
the association, presided. 


John T. Lewis Promoted by Ameri- 


can Steel & Wire Co. 


John T. Lewis, who has been assist- 
ant general superintendent Newburgh 
works, American Steel & Wire Co., 
Cleveland, has been promoted to the 
position of general superintendent 
Shoenberger works, Pittsburgh, suc- 
ceeding Charles F. Hill, who several 
months ago was made general superin- 
tendent Newburgh works. Mr. Lewis 
is succeeded at Newburgh works by 
B. E. Pheneger, who has been superin- 
tendent Central Furnaces, Cleveland. 
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Is This a Bad Time to Raise Prices? 


BROOKLYN HARDWARE} 
DEALERS DEBATE QUES- 
TION 


Building Activity, Copper Wire, 
and Christmas Business Also 
Discussed 


Question box discussions, the admis- 
sion of a new member and a special 
supper, following adjournment, were the | 
principal features at the regular month- 
ly meeting of the Brooklyn Hardware 
Dealers’ Association, Dec. 14, at the 
Johnston Building, Brooklyn, N. Y. 
Frederick Horn, president of the asso- 
ciation, presided at the meeting. 

The question box was in charge of 
H. A. Cornell. Some of the questions 
discussed were the following: 

“How many members have dressed 
their windows especially for the Christ- 
mas trade?” 

Practically all of the members pres- 
ent signified that they had by raising 
their hands. One member, whose busi- 
ness is of a peculiar nature, said: “If 
the weather is good I will wash my 
windows for New Year’s. To tell you 
the truth,” he said, in a confidential | 
tone, “I cleaned one of my windows six | 
months ago and three weeks ago 1 
cleaned the other one. Would you be- 
lieve it, the one I cleaned three weeks | 
ago is dirtier than the one cleaned six | 
months ago?” 

“What are the prospects for building | 
next spring?” } 

Most of the members expressed the | 
opinion that building will be active in 
the metropolitan district. 

“What is the retail price of nails?” 

The prices mentioned ranged from 
$3.90 to $4.50 per keg. 

“Ts it good policy to buy copper 
screen wire now?” 

The majority replied in the affirma- 
tive. Several of the dealers expressed 
the opinion that wire prices will be 
higher after the first of the year. Some 
apprehension was also voiced about 
shortages. 

H. A. Cornell said that he has found 
there is a continually growing demand 
for copper wire and a corresponding 
falling off in the demand for other kinds 
of wire. 

“How is Christmas business?” 

In the opinion of many of the dealers 
the real Christmas buying has not as 
yet opened up. Indications point to a 
good business, it was said. 

“Ts this a bad time to raise prices, as 
was stated in a recent article in HARD- 
WARE AGE?” 

The article referred to was pub 
lished in the Oct. 26 issue of Harp- 
WARE AGE and was entitled “‘This Is 
Bad Time to Raise Prices,’ Casey Tells 
Hardware Manufacturers.” The article 
was the report of the manufacturers’ 
convention at Atlantic City, and con- 
tained the speech that C. H. Casey made 
before the hardware manufacturers, in 
which he told them, speaking as a re- 
tailer, that “this is a bad time to raise 
prices.” 

R. J. Atkinson, vice-president of the 
New York State Retail Hardware Asso- 











ciation, and an active member of the 
Brooklyn association, speaking on the 
question, said: “The big fellow has got 
to take a stand sooner or later and pre- 
vent prices from going higher. But the 
manufacturer isn’t always to blame,” 
Mr. Atkinson said. “His costs have to 
be governed by the prices he pays for 
raw material and labor. But if the 
manufacturer doesn’t take a_ stand 
against higher prices we will just be 
going around the circle again, and none 
of us will get anywhere.” 

The question of simplification or thé 
elimination of excess varieties was in- 
troduced. Some of the dealers believed 
that production costs could be lowered 
somewhat if manufacturers would at- 
tempt to prevent duplication. The gen- 
eral opinion, however, seemed to be that 
the laws of supply and demand govern 
production. When the demand is active, 


Mr. Atkinson said, there is no produc- | 


In dull times, 
finishes and 


tion of excess varieties. 
he said, extra patterns, 


styles are introduced to stimulate busi- | 
| ness. 


Following the meeting a supper was 
served. The Elton Hardware and Paint 
Co., 2980 Fulton Street, Brooklyn, N. Y., 
was admitted to membership. James 
Buchanan, 1587 Fulton Street, tendered 
his resignation as a member of the as- 
sociation. He is retiring from business 
and expects to become a resident of 
Connecticut. 


Plans for Toy Fair Progressing 


Plans are now under way for the 
conduct of the annual New York Toy 
Fair to be held at the Hotels Breslin 
and Imperial in February and March, 
1923. The Toy Manufacturers of the 
United States, Inc., at their convention 
held December 13 and 14, Hotel Me- 
Alpin elected new officers and a special 
fair committee to develop the plans for 
exposition. This special group con- 
sists of the officers and about twenty 
other members of the organization. 

For the coming year the officers are: 
George A. Fox, president; Bernard E. 
Francke and W. A. Coventry, vice-presi- 
dents; Fletcher H. Dodge continues as 
secretary, and J. M. Davis is treasurer. 
In addition to these five men the com- 
mittee consists of Ben Marks, Matty 
Rieman, H. M. Green, Clarence Kline, 
Wm. Ritchie, C. P. Henry, N. L. Cass, 
H. C Ives, J. L. Cowen, B. E. Filei- 
schaker, D. C. Baker, H. W. Shaw, B. 
E. McCready, H. S. Fish. To this list 
will be added one man from each of the 
following groups: The Bicycle Trading 
Association, Baby Vehicle Association, 
and the National Juvenile Vehicle Asso- 
ciation. 


American Bolt Corp. Consolidation 


The American Bolt Corporation, 
Birmingham, Ala., has been organized 
under the laws of Delaware with a 
capital of $10,500,000 to acquire and 
consolidate under one management the 
Standard Bolt Corporation of Columbus, 
Ohio, the Bayonne Nut & Bolt Co. of 
Bayonne, N. J., the Michigan Bolt & 
Nut Co. of Detroit, Mich., and the Boss 
Bolt Co. of Chicago, III. 
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Robeson Cutlery Co. Merges With 
Rochester Stamping Co. 


The Robeson Cutlery Co., Roch- 
ester, N. Y., has consolidated with the 
Rochester Stamping Co., and in the 
future the two concerns will form a 
new corporation to be known as the 
Robeson Rochester Co. 

This action was taken after a meet- 
ing of the stockholders of both com- 
panies. The boards of directors are 
interlocking, both boards having as 
members George W. Robeson, Irving S. 
Robeson, Louis S. Foulkes, Charles W. 
Silcox and Robert H. Robeson. Fred- 
erick H. Swan and F. J. Cross are di- 
rectors of the Rochester Stamping Co. 
and J. Elmer Booth and Frank H. 
Clark, of the Robeson Cutlery Co. 

The reason of this consolidation is 
said to be for the purpose of more effi- 
cient economy and centralization of 
administration. No stock of either 





company has ever been listed on the 
Stock Exchange, and, it is said, that it 
is not the intention of the new board of 
directors to list the stock of the new 
corporation. 

The Rochester Stamping Co. plant is 
at Saratoga Avenue and Jones Street, 
Rochester, N. Y., and the main Robeson 
factory is at Perry, N. Y., but it has 
offices and shipping rooms on Anderson 
Avenue, Rochester, N. 





| Portland Foundry Co. to Introduce 
| New “Super-Heater” 

| _ The Portland Foundry Co., Portland, 
| Conn., has purchased the John T. Young 
Co. of Norwich, Conn., manufacturer 
of heaters selling under the brands of 
“Red Jacket, “New Queen,” “Vulcan,” 
“Young,” and Norwich.” The Port- 
land company has taken over the en- 
tire business with all rights, patents, 
trade marks, and good will. 

| It may be said that the Portland 
| company has been making the castings 
for these furnaces for many years and 
has had long experience in the making 
of heaters, furnaces, and stoves of vari- 
ous types. It is the intention of the 
company to combine all the best fea- 
tures of the different heaters into one 
so-called “super heater.” It will put 
this heater on the market under the 
name of the “Portland.” Extensive 
plans, it is said, for advertising this 
heater are now being formulated. 
Dealers will be supplied with sales 
helps and each district will be covered 
locally and intensively so that every 
householder will become familiar with 
the “Portland Heater.” The trade 
papers, newspapers, and magazines will 
all be used to help the dealer put this 
“super heater” before the public. Ex- 
tensive alterations have been going on 
at the Portland foundry for many 
months. New equipment is being in- 
stalled, and it is expected that the ca- 
pacity of output will be increased more 
than four times the present capacity 
within the next six months. 


Hendrickson Has New Offices 


_—- 


T. B. Hendrickson & Co., manufac- 
turers’ representatives, have established 
offices at 525 Commerce St., Philadel- 





phia, Pa. 
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William F. Rockwell Dead 


William F. Rockwell, former presi- 
dent of the North Jersey Hardware & 


Supply Association, and a former vice- | 


president of the Pennsylvania & At- 
lantic Seaboard Hardware Association, 
died Dec. 8 after a long sickness at 
his home at Somerville, N. J. 

Mr. Rockwell at the time of his 
death was fifty-four years of age. His 
early business career was ‘spent with 
the firm of John N. Lindsley Inc., 
Orange, N. J., where he remained for 





twenty years. At the time of his re- 
tirement a few years ago he was the | 
secretary of the firm. 

Mr. Rockwell was unable to remain | 
away from active business long and in 
April, 1920, he opened a business for 
himself at Somerville. N. J. He was 
always active in the affairs of the hard- | 
ware associations and at the ‘time of 
his death he was a member of the ex- 
ecutive committee of the North Jersey 
Hardware and Supply Association. | 
He was a member of the Somerville 
Lodge of the Knights of Pythias, and 
was active in the civic affairs of his 
community. He is survived by his | 
widow who, it is understood, will con- 
tinue the business. 


Ramsdell Tool & Mfg. Co. Formed 


Frederick M. Ramsdell, founder of | 
Ramsdell Specialty Co., Inc., Worces- 
ter, Mass., which has been taken over 
by the Worcester Electric Supply Co., | 
has organized the Ramsdell Tool & Mfg. | 
Co. to make screw machine products | 
and machinery. Manufacturing space | 
has been obtained of the Foster Asso- | 
ciates, Inc. 


A. J. Ewald to Represent Chas. J. 
Smith 


| first, to secure a lower rate of freight, 


A. J. Ewald will represent Chas. J. | 
Smith & Co., 180 Worth Street, New | 
York City, in the Brooklyn and Long 
Island territory, where he is well known 
among the retail hardware trade. Mr. 
Ewald was formerly with the Masback 
Hardware Co., New York, and previous 
to that was with the New York office 
of the National Carbon Co. In both of 
these former connections he called on 
the retail hardware trade through 
Brooklyn and Long Island, the same 
ey he will cover for Chas. J. Smith 

0. 

More than twenty-three years ago he 
started his business career with the 
National Carbon Co., working as an of- 
fice boy. From this point he advanced 
steadily through clerkship in the stock 
department to assistant manager of the 
New York office. From that position 
he went out as a salesman for the re- 
maining six years of this connection. 
For the past two and one-half years he 
has been with the Masback Hardware 


0. 

Mr. Ewald is a very active member of 
the Hardware Boosters of New York 
and is a past chief booster of that or- 
ganization. 


New Tire Firm Formed 


_ 


The Rochester Rubber Products Co. 


~will succeed Mr. Higinbotham as dis- 





has just been organized at Rochester, 
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Pa., to manufacture automobile tires | 
and a general: line of rubber goods. | 
The capitalization of the new company | 
is to be 15,000 shares of 8 per cent | 
cumulative preferred stock, of $100 par | 
value, and 15,000 shares of common | 
stock, of no par value. The company 
has taken over the plant formerly op- 
erated by the Rochester Tumbler Co. | 
and is converting it into a tire and rub- 
ber plant. P. E. Welton of the Akron | 
Engineering Co., Akron, Ohio, is presi- 
dent of the new company. 


Pittsburgh Plate Glass Co. Expands 


The Pittsburgh Plate Glass Co., 
Frick Building, Pittsburgh, is making | 
a very large addition to its plants at 
Creighton, Pa. W. E. Barnes is super- 
intendent of the Creighton plan. The 
company now has 33 acres at Creighton, 
and on this land new fireproof buildings 
are to be erected, and it is hoped to 
have all the extensions completed early 
in 1924. When finished, it is expected 
that the output of the Creighton plant 
will be one-third of the total output | 
of plate glass made by the company. | 
This concern has declared a regular | 
quarterly dividend of 2 per cent and 
an extra dividend of 5 per cent. Stock- | 
holders of the company will meet on | 
Jan. 29 next to vote on an increase in 
capital to $50,000,000, and if this is 
done, it is understood the company will 
declare a large stock dividend. 


Steel Companies Using Waterways 
for Shipments 

Some months ago the Jones & Laugh- 

lin Steel Co., Pittsburgh, inaugurated | 


| the scheme of making shipments of fin- 
| ished steel products from its mills in 
| Pittsburgh by Ohio River to Southern 
| points as far South as New Orleans. | 


This was done for a twofold purpose, | 


and, second, to be able to make ship- 
ments when cars were unobtainable. | 
The time consumed in making river | 
deliveries to Southern customers has 
been about the same as shipments by | 
rail, the saving in freight being consid- | 
erable. 

The idea has grown and other Pitts- | 
burgh steel companies have adopted the 
same plan. Several steel companies have 
placed large orders for steel barges 
on which steel is loaded. The Car- | 
negie Steel Co. at Pittsburgh has just 
placed orders for the building of a steel 
shipping dock across the Monongahela 
River at Braddock, Pa., to be used in 
loading steel products for river ship- 
ment. This dock is said to have cost 
about $500,000 or more. It will be com- 
pleted early next spring. 


Higinbotham President Adee Corp. | 


N. J. Higinbotham, a veteran in the | 
ranks of the pipe, tubing and plumbers’ 
supplies business, has become the presi- 
dent of the Fred. Adee Corp., 5 Cliff 
St., New York. For many years Mr. 
Higinbotham has been district sales 
manager of the Wheeling Steel Prod- 
ucts Co., 120 Broadway, New York City. 
Previously he was connected with the 
National Tube Co. Charles E. Scofield 


trict sales manager of the Wheeling 
Steel Products Co. 
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Simmons Buying Division Now Lo- 
cated in New Haven 


The buying division of the Simmons 
Hardware Co. has been removed from 
St. Louis, Mo., to New Haven, Conn., 


| where it is located with the general of- 


fices of the Simmons Hardware Co., 125 
Munson Street. 

All invoices, quotations and corre- 
spondence pertaining to prices, invoices 


| and payments will be received in New 
| Haven and payment for goods will be 


made from there. Manufacturers’ rep- 
resentatives are requested to call at 
New Haven in the future instead of St. 
Louis. 


Makers of Woodenware Merge 


The Steele-Wallace Corporation is to 


| be incorporated under the laws of West 


Virginia with a capital of $1,750,000 
for the purpose of taking over the en- 
tire interests of the Fulton Mfge. Co. of 
Richwood, W. Va., and the Escanaba 
Mfg. Co. of Escanaba, Mich., both large 
manufacturers of woodenware. 

The officers under the consolidation 
will be as follows: H. H. Steele of Rich- 
wood, president and general manager; 
O. O. Inces of Richwood, vice-president 
and treasurer; T. M. Hudson of Es- 
canaba, secretary and treasurer, and 
M. B. Wallace of New York City, chair- 
man of the board of directors. The con- 


| solidation will become effective on or 
| about Jan. 1, 1923. 


G. A. Field Dies in Springfield 


George Atkins Field, Chicopee, Mass., 


| retail hardware dealer, died Thursday, 


Dec. 7, at the Springfield Hospital, 
Springfield, Mass., following an ‘illness 
of several weeks. Mr. Field was born 


| in Northfield, Mass., May 1, 1865, the 


son of Newton S. and Electra (Graves) 
Field. When five years of age Mr. 
Field’s family removed to Chicopee, 
and he spent practically the remainder 
of his life in that city. Leaving the 
public schools, Mr. Field went to work 
in a shoe store at Springfield, and while 
still a young man became manager. 
Later, however, he was employed as a 


| clerk in the hardware store of C. 


Bryant at Chicopee. Following Mr. 
Bryant’s death, Mr. Field bought out 
the business. Three years ago he was 
obliged, due to the growth of his busi- 
ness, to move into larger quarters at 
256 Exchange Street, where the firm is 
now located. He is survived by his 
widow and one son, Douglas Knight 
Field. Funeral services were held Sun- 
day, Dec. 10, at which the Western Mas- 


| sachusetts Hardware Dealers’ Associa- 


tion and the New England Hardware 


| Dealers’ Association were represented. 


C. D. Noble Returns to North & 
Judd Mfg. Co. 


Colton D. Noble, formerly sales- 
manager of the North & Judd Mfg. Co., 
New Britain, Conn., will resume his 
duties with the company shortly. Mr. 
Noble left the company in 1918 to go 
with the M. S. Brooks Co., manufac- 
— of hooks, brackets, ete., Chester, 

onn. 
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WEEKLY SUMMARY 


Big Christmas Business—Doubt About Price Changes—Retail 
Orders Smaller with Approach of Inventory 


HRISTMAS buying has been exceptionally active this year, 
according to reports received from retail hardware dealers 
situated in all sections of the country. Orders from retailers to 
wholesalers for garden tools and wire goods are still large, but 
general buying on the part of the retailer is smaller than it has 
been because of the approach of the inventory period. 
Contrary to the opinions that have been expressed by manufac- 
turers, many retail hardware dealers believe that prices will undergo 


few changes for the first three months of the new year. 


During the 


past week butts advanced 10 per cent; Colt revolvers advanced from 
4 to 20 per cent, and black and galvanized screen wire was advanced 


10 cents per 100 sq. ft. 


Radio equipment, winter sporting goods, toys, cutlery, electrical 
goods and housefurnishing lines are in excellent demand. 


NEW YORK 


Market | Payers jobbers express considerable 
Observations concern on the possibilities of a scar- 

city in wire products, particularly screens 

and screen doors. It is said that the coal 
strike so hampered production that the wire mills are behind 
schedule and may be unable to catch up or meet the full 
seasonal demand. Factories making steel garden tools, 
however, are said to be in fairly good shape, as their 
sources of supply for raw material had better success in 
obtaining a share of fuel throughout the labor troubles. 
The wire mills were not so fortunate and were forced to 
operate shorter hours, with fewer men. With the re- 
sumption of coal mining this situation in the wire mills 
is considerably altered, but even at that it is doubtful if 
they will be able to increase production sufficiently to 
overcome the lost time. 

Holiday items continue to be the most active lines in 
this district. Winter goods are also moving rapidly. 
Staples are a little slow, and probably will remain so until 
after the first of the year. . It is thought that inventory 
this year will show small retail stocks, which may reflect in 
large January sales. 


Price 


— are a few interesting price revi- 
Changes 


sions announced by jobbers this week. 
Among the more important, it is noted, that 
screens and screen doors are scheduled to 
advance 10 per cent. Dec. 18. Black and galvanized screen 
cloth on the same date will advance 10 cents per 100 sq. 
ft. Other important changes are: 

Steel squares have advanced 10 per cent, now taking a 
discount of 40 and 10 per cent. 

Wheelbarrows were advanced approximately $3.60 per 
doz. 

Hickory handles, for hammers, 
hatchets were advanced 5 per cent. 


Domestic blind adjusters are now quoted at $4.35 per 
doz. 

Stebbins molasses gates are now quoted at 40 and 10 per 
cent off list. 

It is thought by local jobbers that there may be numer- 
ous price adjustments the early part of January, mostly in 
the nature of advances. 


hatchets, picks and 


Ash Sifters.—This continues to be a 
very active item, at firm prices. Buying 
has been particularly large this year, 
but up to the present jobbers have been 
fortunate in securing adequate stocks. 
As long as the cold weather lasts it is 
thought that there will be a good de- 
mand for this item, as the fuel situation 
makes it imperative that consumers 
get the maximum heat out of available 
fuel. 


Jobbers’ quotations, f.o.b. New York: 
Ash sifters, revolving, galvanized, 
packed two to a crate, $2.27 each. 


Axes and Hatchets.—Sales on axes 
and hatchets continue rather heavy for 
the available supply. Here and there 
are evidences of broken stock. Last 
week some fairly large shipments were 
received, but these did not last long. 
Prices are unchanged. 


Jobbers’ quotations, f.o.b. New York: 
Ordinary grade handled axes, 3 to 4 


Ib., $16.50 per doz. neti 3% to 4%-lb., 


$17 per doz. net; 5 to 5%4-lb., $18 per 
doz. net; 4% to 5%-lb., $18 per doz. 
net; 5%-lb. solid, $18.50 per doz. net. 

Flint edge Rockaway pattern axes, 
3 to 4-Ib., $19.25 per doz. net; 3% to 
4%-lb., $19.25 per doz. net; 4 to 5-lb., 
$19.75 per doz. net. 

Connecticut pattern axes, 3 to 3%- 
lb., $18.50 per doz. net. 

Hatchets, full polished half and 
shingling, No. 1, $18.80 per doz.; No. 
2, $19.40 per doz. 


Bolts and Nuts.—Local stocks are 
adequate for fairly good consistent de- 
mand for all kinds of bolts and nuts. 
Prices appear firm. 


Jobbers’ quotations, f.o.b. New York: 

Square nuts, %-in., 1l6c. per Ib.; 
fs-in., 15c. per lb.; %-in., 13c. per Ib.; 
‘s-in., 12c. per lb.; 4%-in., 11e. per Ib.; 
6g-in., 10c. per lb.; %-in., 9c. per Ib. 

Common carriage bolts, % x 6-in. 
and smaller, 30 to 30 and 5 per cent; 
larger and thicker, 30 to 30 and 5 per 
cent. 

Machine bolts, % x 4 and smaller, 
40 and 40 and 5 per cent; larger and 
thicker, 40 to 40 and 5 per cent. 

Lag screws, 40 to 40 and 5 per cent. 


Semi-finished hexagon bolts, ; and 
smaller, 65 per cent; larger and 
thicker, 60 per cent. 

Tinners’ rivets, 50 to 50 and 10 per 
cent. 

Hexagon machine screw nuts, iron, 
66% per cent; brass, 4-32 and 14-20, 
— 50 and 10 per cent from new 

st. 

Toggle bolts, steel bright finish, 75 
per cent. 

Stove bolts, 75 to 75, 10 per cent. 

Iron rivets, 50 to 50 and 10 per cent. 
Solid copper rivets, 40 per cent. 

Lock washers, 7; to %-in., 70 per 
cent; ys to %-in., 50, 10 and 5 per 
cent; }4 to 1-in., 40 and 5 per cent. 
Carving Sets.—Along with other cut- 

lery items suitable for gifts, carving 
sets, pocket knives and kitchen sets are 
active. Stocks appear ample, and prices 
are unchanged. 

Jobbers’ quotations, f.o.b. New York: 

Three-piece carving’ set,’ stag, 
forged steel bolster, knife 8-in. steel 
blade, $2.75 to $4.75 each. 

Three-piece carving set, sterling 


silver ferrule, knife 8-in. resist stain 
steel, $4.75 to $7 each. 
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Christmas Tree Holders.—Dealers are ners, $1.32. Extension bob skates for amount of invoice), 774% and 5 per 
children, made of bright steel with cent; iron blued, round head, 75 and 


beginning to show a little more interest web strap, one skate for all sizes, 5 per cent; brass, flat head, 72% and 
for tree holders, as December 25th ap- extension 6 be can ., ag An ms : Ly onc brass, — a o~- 
. omen’s and chi ren’s clu skates 1eac ‘0 an 5 per cen galvanizec 
proaches. Pick-up demand has been with russet leather back and strap, screws, 62% and 5 per cent. 
very consistent for two or three weeks. wr gps — clamps made of cold . Rolled thread machine screws, iron, 
rolled steel, runners cast steel pol- flat and round, No. 2 and No. 3, 62% 
No shortages are expected. ished, 96c. per pair. Same, all parts per cent; No. 4 and larger, 70 per 
Jobbers’ y “eer ae nickel plated, $1.16 per pair. cent; fillister, No. 2 and No. 3, 57% 
ceemerg, Seneiene, ta.b. ow vert Skate sharpeners, $1.65 per doz. per cent; No. 4 and larger, 65 per 
per doz. net. Crown Christmas tree Skate holders for sharpening skates, cent. Brass, flat and round, No. 2 
holders, 2-in. $7.89: 3-in., $13 15 per $6.25 each. Skate keys, 35c. per doz. and No. 3, 57% per cent; No. 4 and 
- =p “eae, “tA . : ? larger, 62% per cent. 
cha less 5 per cent in full box lots. Nails.—The demand for nails con- Some jobbers quote an extra on 
Clipping Machines.—This line is char- tinues fairly strong. A speculative tone eee OS eee ae en 
© . . . . ° e screws, anc yer cent; set screws, 
— by steady prices, consistent is evident in the local market. Nail 70 per cont. . caiteiabattin 
emand a t iS. s s erally are cen 2 smi : F : 
nd adequate stocks stocks generally are broken and small. Stove Pipe.—Dealers are buying 


fabs eta Cab Nemzars: §—_—Heher. guotatons ahem Tork: fairy active in this phase of the mar 
Stews . fire nails, $3.75 to $3.90 base per 
machine, »10.75; No. 360 top plate, $1; keg. Blued wire nails, 3d fine, $2.35 ke Stocks appear ample, and prices 
cceeieets 8 Shite, oe sete 
st + oe C -0.D. OTK. a ase per Keg. ’ : , r , 
eit nee electric clipping machine, Wire nails and brads in small lots, Jobbers quotations, f.o.b. New York: 
$30 re _voltages, hanging type, 70 per cent off list. Black iron stove pipe, No. 28 gage, 
f.0.b. Chicago; pedestal type, $85, Roofing nails, 1 x 12, per 100 -Ib., 12 lengths in a bundle, 4-in., $1.40 to 
-0. ab Chicago; dealer’s discount, 25 $6.95 for galvanized and $5.20 plain. $1.60 per doz. lengths net; 4%-in., 
per cent, Wholesale prices vary in different $1.55 HL $1.7 i tee doz. ry . — 
. — yarts of the city. o-1n. ‘9 to 5 per doz. lengths 
Furnace Scoops.—This is a very ac- - y . . ak net; 5%-in., $2 to $2.25 per doz. 
tive item among a long list of winter | Nut Crackers and Picks—This is an- le ngths net; ho = $2.25 to $2.50 per 
. - - . . . . ac ‘4 ew. 
goods, all of which are moving satisfac- Other active holiday item in strong de- satiety 
torily. mand. Current stocks are ample and Snow Shovels.—There is a good, 
Jobbers’ quotations, f.o.b. New York: prices are unchanged. steady demand for snow shovels, par- 
: hag Pe pe hollow back, D Jobbers’ quotations, f.o.b. New York: ticularly from dealers outside the city 
1anc e, $5.2 per doz. ; same, L handle. Sets, including 1 nut cracker with limits. Stocks are adequate, and prices 
$4.50 per doz. ; with riveted back, D 6 picks, $3 per doz. sets. : ss , 
handie, $8.95 per doz.; L handle, $8.95 i eas 6 remain the same. 
per doz. Poultry Netting.—Future orders con- Jobbers’ quotations, f.o.b. New York: 


Furnace scoops, hollow back, better tinue to be received by jobbers in large Galvanized steel snow shovels, 
grade, half polished, $13.54 per doz.; titi Th 1 “of on onl ribbed steel blade, 7% x 10-in., ash 
riv eted back, half polished, D handle, quantities. eSe Orders, of course, ca D-handle, $2.40 per doz. Same, ribbed 
$13.82 per doz. for spring delivery, at prices given in steel blade, 21 x 16-in., reinforced 

P ‘ . ack )-hé a 5 > Z. 
Hand Tools.—This continues to be a_ this schedule. aa, dame cen aes. 16 x 18-in., 
very active line, at steady prices. Job- Jobbers’ quotations, f.o.b. New York: japanned D-handle, $9.85 per doz. 

; ies s » a let il Poultry netting, galvanized afte - ° ° 

practice hog in some cases stocks weaving, takee @ Giscount of $6 per Sleds.—Firm prices, adequate stocks 
are ywicomplete. cent; an extra 5 per cent is allowed and a very active demand are reported 

Jobbers! quotations, f.0.b. New York: oe ER Senenen for sleds by local wholesale firms. 

aw Hammers.—No. 1 size 3.8 - — i ir P F : r , 
per doz.; No. 1% en bh Td eas Gee: Sash Cord.—The demand is fair for Jobbers’ quotations, f.6.b. New York: 
No. 2 size, $11.48 per doz. a sash cord, and stocks appear adequate. Sieds.—List prices Flexible Flyer, 

ists’ , : * ¥ No. 1, $3.75 each; No. 2, $4.50 each; 

Machinists’ Hammers.—8-oz., $8.40 Jobbers’ quotations, f.o.b. New York: No. 3, $5.75 each; No. 4, $6.25 each; 
per doz.; 12-0z., $12 per doz.; 16-0z., Cotton sash cord, 46c. to 50c. base No. 5, $8.50 each; Junior Racer, $6 
$8.60 per doz.; 20-0z., $9.45 per doz. per Ib. cach: Racer, $475 cach: No. 4. with 

Hand Drills. — Steel frame, nickel _Prices vary according to grade and foot rest, $7.75 each; No. 5, with foot 
plated, cut gears, black ‘enamel, — also in different sections of the rest, $11 each. 5 : 
length, 11 in. without drill points, cuty. Discounts.—From New York stock, 
$2.30 each. Same, large size, length S Wi A iv e of 10¢ s 3314 per cent; f.o.b. factory, 35 per 
12% in., $2.42 each. Same, black creen Wire.—An advance 0 Cc. pel cent. 

—< Pacmag % “* in. long with 8 100 sq. ft has been announced on black List Price—Fire Fly, No. 9, $2.90 
drill points, 92. each. Same, solid ‘ ‘ il * each; No. 10, $2.75 each; No. 11, $3.40 
steel frame, detachable steel handle, and galvanized screen wire. These each: No. 12," $3.75 each; Racer, $4 
ae one handle, partly nickel higher prices will be noted in the fol- each. ; 

lated, ~ ints, $1.5 a — New York s “ks, 
paged, 1%n.°no di Doints, "$81 lowing schedule’ sae eS Reames 

Padang 3 ny oe a gg od iron frame, jobbers’ nag eed “re New be and 10 per cent. 
adjustable breast plate, barber chuck, ereen wire, blac 14 mesh, 65 * : 
forged jaws, cut dears. S-jaw checks. f.o.b. factory: 12 mesh, $2 f.o.b. Pash Tool Chests.—There is a good, strong 
sm. $2.36 oneh. Same, cast iron tony a — Et rr eee holiday demand for tool chests at firm 

ame, 8-in., $3 each. Same, ba 24-in., loc. pe : e€ ve “A . 
iaavie: miaheaite irom eter chuck black, 12 mesh, $1.90 to $2.20 New prices. Stocks appear adequate. 
and crank nickel plated, with lev York stock. Extra less than 24-in., Jobbers’ quotations, f.o.b. New York: 
attachment, 17%-in.. 2-jaw. am lic. per 100 ft.; half roll, 15¢e. per Fiber box, containing 6 tools, $4.08 
each; 3-jaw chucks, $4.35 each. 100 ft. : each 7 

Bit Holders.—Extension model, pol- Dull finish zine coated galvanized Hardwood cabinet, highly finished, 
ished steel, made to follow %-in. bit Py ee ee eee mission oak, with lock and handle, 
and larger, packed 1 in a box, 12-in., ca’ Nab core mock, * mesh, Boy containing 17 tools, $48.82 each. 
$1.40 each: 15-in., $1.43 each: 18-in., = » Fac pp $3.15 New York stock; Wood chest, mission stained, metal 
$1.45 each; 24-in., $1.55 each; 30-in. 16 mesh, $3.55 f.o.b. factory: 13 mesh, clasps and handle, containing 17 tools, 
$1.65 each : : = f.o.b. factory, $4.85 New York $11.48. 

wis stock. Extras same as black. Wood chest, dark mission stained, 
Ice Skates.—With the colder weather Bright, 12 x 13 mesh, $3.85 f.0.b. metal clasps and handle, containing 

‘ad a factory. $4 New York stock; XH 20 tools, $15.30 each 
it is thought that dealers will increase 14 mesh. $5.35 f.o.b. factory, $5.60 “Wood chest, dark mission stained, 
their purchases on ice skates. Business New York stock: 14 mesh, $4.10 f.0.b metal clasp and handle, containing 12 
; 2 factory, $4.30 New York stock; 16 tools, $7.65 each 

so far has been very active, having mesh, $4.60 f.o.b. factory; 18 mesh, posing it ib ? 
shown signs of slight increases the past Ce oe es Sa 3-3 Vacuum Cleaners.—This continues to 
week. Prices are unchanged. f.o.b. factory. Extra. less than 24-in., be a very active line for holiday in 
Jobbers’ Jew York: 15c. C; over 48-in., 60c. per C. eneral trade. Stocks are adequate 
aig oo peta Ww bp Copper. 14 mesh, $5.75 New York g : juate, 
. ahaa al we PO cr AR Bs stock. Extras, 15c. less than 24-in. and prices firm. 

Jobbers’ quotations, f.o.b. New York: 


skates, top part made of best quality y A 

cold rolled Seset. sizes 8 to 9 No half coils. 1 

runners made of polished cast steel, Bronze, i4 mesh, $6.75 f.0 b. fac- New improved type of vacuum 
70c. per pair. Same with all parts tory, $7 New York stock; 16 mesh, cleaner, polished aluminum, standard 
nickel plated, 98c. per pair. Same, $7.25 f.o.b. factory, $7.65 New York motor, self-locking handle, _adjust- 
nickel plated. with hardened runners, stock. Extras same as copper. Freight ment, all attachments, $41.50 each 
$1.26 per pair. Men’s and boys’ all allowance, 50c. on 100 Ib. net. 

an ee ee ee igs mae Screws.—The demand for screws is Window Giass.—Stocks are reported 
runners cast steel, all parts nickel consistent. Certain sizes are hard to to be rather light. Prices are un- 
ylated, 0% e air. e . H ; ° 2% 
hardened runners, $1.35 per bee get. Prices are unchanged. changed and the demand is fair. 
Canadian hockev skates, for men. Jobbers’ auotaiions, f.o.b. New York: Jobbers’ quotations, f.o.b. New York: 
women and children, runners cast Wood screws, iron bright. flat head. A single, 84 per cent; B single, 86 
steel, all parts nickel plated, 78c. per 77% and 5 per cent; round and oval per cent: A double, 85 per cent: B 
pair. Same, all parts nickel plated, head. 75 and 5 per cent; iron blued, double, 88 per cent. List of March 1, 
with extra polished tempered run- flat head (add 5 per cent to net 1913. 





Office of HARDWARE AGE, 
1505 Otis Building, 


Chicago, Ill., Dec. 16. 


ITH retailers very busy in look- 

\ ing after the holiday trade, the 

wholesalers have begun to feel 
the usual let-up of heavy orders. It is 
felt that buying has been quite liberal 
and retail stocks have been built up in 
fair fashion for the Christmas trade. 
From this time until the end of the year 
there will be practically no heavy buy- 
ing of stock until after inventory time. 
If the usual order prevails, buying will 
be restricted to immediate wants and 
fill-in items. 

The wholesalers are as busy as they 
have ever been this year but the total 
value of the business transacted last 
week will not show as much as previous 
weeks due to the exceptionally large 
number of small parcel post and ex- 
press orders. This rush will continue 
right up to Christmas when the usual 
holiday lull will begin. 

Higher prices are not being talked a 
great deal at the present time. Hard- 
ware men of long experience feel that 
prices will remain very much at present 
levels during the first three months of 
next year. Of course they look. for 
some slight advances on commodities 
which have indications of being sold in, 
excess of the supply and they also ad- 
mit that some lines may weaken 
slightly. 

Future business continues to come in 
large volume. The dealers who placed 
early future orders will, in many cases, 
receive their merchandise at prices 
lower than those ruling to-day and they 
will also be assured of receiving the 
merchandise. It looks just now as if 
wire products will be short if the future 
specifications and the inability of the 
mills to increase their production of 
wire up to the present are any indica- 
tion. 

The outlook for next year is very en- 
couraging in this section. Retailers re- 
port more money is being made avail- 
able for purchasing merchandise. The 
jobbers are carrying into next year 
some of the largest bookings of future 
orders in their history and the manu- 
facturers, of course, have this business 
to work on. 

Employment has increased during the 
month. The steel industry is showing 
improvement. Bookings at the mills 
have enlarged considerably during the 
past week. It has been stated that the 
greater part of the steel sheet output 
of this district has been sold for the 
next quarter. Car builders have suffi- 
cient orders to keep them busy practi- 
cally all of the year. Automobile and 
implement makers are buying in good 
volume. Transportation difficulties are 
gradually being straightened out and 
every indication points to a very good 
volume just as soon as the retailers’ 
inventories are out of the way. 


Alarm Clocks.—Some factories an- 
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nounce they are out of the market tem- 
porarily. The alarm clock and cheap 
watch makers are not making much 


headway in filling their orders. 
We from jobbers’ stocks, 
America, $11.40 doz. 
lots; case lots, $11.04. Blue Bird, 
$13.20 doz. lots; case lots, $12.84; 
Black bird, $18.96 doz. lots; case lots, 
$18.36; Bunkie, $20.88 doz. lots; case 
lots, $20.16; Lookout, $13.20 doz. lots; 
case lots, $12.84 doz.; Sleepmeter, 
$15.1% doz. lots; case lots, $14.64 doz. 


Automobile Accessories. — Consider- 
able effort is being put into advertising 
this line for gifts at Christmas time 
and it is said to be meeting with suc- 
cess. Sales continue to be in good 
volume. 


We quote 
f.o.b. Chicago: 
Jacks—No. 46 Reliable, $2.35 each; 
lots of 10, $2.25 each; Duff No. 8, 

$2.70 each; lots of 10, $2.50 each. 
Pumps—Rose, single cylinder, 14- 
single pair 


in., $1.65 each. 

Skid Chains—Weed, 
lots, 25 per cent discount; dozen 
pair lots, 33% per cent discount; lots 
of 50 pairs, 40 per cent discount. 

Inner Tubes—Gray, 30 x 3%, $1.15; 
Red, 30 x 3%, $1.35. 

Spark Plugs—Bethlehem Ford, 36c. 
each; Bethlehem, mica type, 60c. 
each; Bethlehem, standard porcelain 
type, 46c. each; Splitdorf, 58c. each; 
lots of 100, 56c. each; Splitdorf Ford, 
50c. each; lots of 100, 48c. each; 
Champion X, 45c. each; lots of 100, 
41c. each; Champion O, 538c. each; 
lots of 100, 50c. each; Hercules Giant, 
60c. éach; Hercules Junior, 35c. each. 


Axes.—Factory deliveries are still 
very slow and prices are unchanged. 
This is the. height of the axe season. 


We 


quote 
f.o.b. Chicago: 


stocks, 


from jobbers’ 


quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., 
$13.50 doz. base; double bitted, $18.50 
doz. base; good quality black un- 
handled axes, same weight, single 
bitted, $12.50 doz. base; single bitted 
handled axes, $14.50 to $21.50 per 
doz., according to quality and to 
grade of handle. 


Baseball Goods.—Higher prices are in 
effect, but orders continue to come in 
large volume and 1923 is expected to 
be a record-breaker. 


(Bolts and Nuts.—Sales are good and 
prospects are that present prices will 
be maintained for some time to come. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Large carriage bolts, 
40-5 per cent off list; small carriage 
bolts, 50 per cent off list; large sized 
machine bolts, 50 per cent off list; 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75 per 
cent off list; all lag screws, 50-10 per 
cent off list. 


Builders’ Hardware.—Butts have ad- 
vanced approximately 10 per cent. It 
seems to be almost impossible to get 
shipments of butts, locks, etc. Prices 
have a strong tendency and demand con- 
tinues to be the heaviest in years. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 8% steel butts, 
old copper and dull brass finish, in 
case lots, $3.24 per doz. pr.; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.44 per doz. pr.; 
heavy bevel steel inside sets, case 
lots, $7.20 doz.; steel bit-keyed front 
door sets, $1.20 per set; wrought 
brass bit-keyed from door sets, $3.30 
per set; cylinder front door sets, $7.50 
per set. 


Chains.—No particular difficulty has 
yet been experienced in getting stock of 
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these items. Sales continue to hold up 
well. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil 
chains, $8.75 per 100 lb.; weldless coil 
chain, 50-5 per cent off list; No. 00 
4¥% electric welded cow ties, $2.85 per 
doz. 

Copper Rivets and Burrs.—Present 
prices are considered to be favorable 
and seem to be firm. The demand is well 
above the average. 

We quote from jobbers’ 
f.o.b. Chicago: Copper rivets 
burrs, 40-5 per cent discount. 
Cutlery.— Rush fill-in orders are 

swamping these departments. The de- 
mand on popular priced carving sets 
that sell to the consumer from $5 to $10 
per set is very good. Orders are em- 
bracing all items. 


Field Fence.— Future orders are 
ahead of last year. Jobbers are book- 
ing orders for after Jan. 1 for. shipment 
with March 1 dating. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 63% per 
cent discount from lists. 

Files.—The sales continue to improve 
along with other items of like nature. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 65-5 
per cent off list; Nicholson files, 50- 
10 per cent off list; Disston files, 50- 
10-10 per cent off list; Black Dia- 
mond files, 56-5 per cent off list. 
Firearms and Ammunition.—Colt re- 

volvers advanced from 4 per cent to 20 
per cent, effective Dec. 4. The 25 cal., 
32 cal., and 380 automatics only ad- 
vanced 4 per cent. Air rifles, pop guns 
and 22 caliber rifles are moving freely 
for the Christmas trade. Jobbers’ stocks 
cf shot guns are more complete now 
than earlier in the season. 


Food Choppers.—Both Universal and 
Enterprise have advanced as announced. 
Seasonable demand continues to in- 
crease sales. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Universal, No. 0, $13; 
No. 1, $16.20; No. 2, $19; No. 3, $26.30. 
Galvanized Ware.—Stocks continue 

to move freely, especially the season- 
able items such as ash cans, hods, etc. 
Heavy galvanized tubs and pails are 
short in some jobbers’ stocks. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized water pails, 8-qt., $1.85 doz.; 10- 
qt., $2 doz.; 12-qt., $2.35 doz.; 14-qt., 
$2.75 doz.; Galvanized wash tubs, No 
1, $6 doz.; No, 2, $7 doz.; No. 3, $8 
doz. 

Garden Hose.—Future sales are heav- 
ier than last year. Some manufacturers 
have advanced prices and others have 
withdrawn their quotations. Local 
firms have not yet announced any ad- 
vances to the trade. The total advances 
thus far have been from 10 to 12% 
per cent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. two ply molded 
hose, 9%c. to llc. per ft.; %-in. cord 
hose, 8%c. to 10c. per ft.; %-in. 
wrapped hose, 9c. to 12c. per ft. 
Glass Oven Ware.—This line is being 

featured in nearly every hardware 
store in this section. Sales have been 


stocks, 
and 
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very heavy and many jobbers’ stocks 
are broken. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Casseroles—Round, No, 167, $12 
doz.; No. 168, $14 doz.; No. 183. $12 
doz.; No. 184, $14 doz. 

Casseroles—Oval, No. 193, $12 doz.; 
No 194, $16 doz.; No. 197, $14 doz. 

Pie Plates—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Bread Pans—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Utility Pans—No. 231, $8 doz.; No. 
232, $14 doz, 

Tea Pots—2-cup, 4-cup, 


$20 doz.; 
$24 doz.; 6-cup, $28 doz. 


Glass and Putty.—Sales are heavy 
and demand looks as if it will continue 
for some time. Stocks are short and 
replenishments hard to obtain. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, vp to 25-in., 8F per cent discount; 
over 25-in., 83 per cent discount: 
double strength A, all brackets, &4 
per cent discount. Putty, 100 Ib., 
kits, $3.65; commercial putty, $3.60; 
Glazier’s Points, Nos. 1, 2 and 3, one 
doz. packages, 65c. 


Hammers.—Deliveries from manufac- 
turers have not improved. Makers still 
claim they are sold up for several 
months. The market is strong at present 
prices and sales are lively. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first qual- 
ity nail hammers, $12 per doz.; Com- 
petitive forged nail hammers, $6 to 
$9 per doz.; cast steel hammers, $4 
per doz. 


the season, 
Manufacturers 


Hatchets.—Considering 
sales are very active. 
are slow in deliveries. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality 
broad hatchets, $16 doz.; Competitive 
grade, $12 doz.; warranted shingling 
hatchets, $12 doz. ; Competitive 
forged shingling hatchets, $8 doz. 


Hickory Handles. — Advances are 
prophesied. Deliveries are slow and 
the demand continues to be exception- 
ally good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. of hickory axe 
handles, $3 doz.: No. 2, $2 doz.; finest 


selection second growth white hick- 
ory, $6 doz.; special white growth 
second hickory, $4.50 doz.: No. 
hatchet and hammer handles, 90c. 
doz.; second growth hickory hatchet 
and hammer handles, $1.40 doz. 


Hinges.—Prices have advanced ap- 
proximately 10 per cent. Stocks are 
very low, both at factories and jobbers. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., $1.02; 5-in., $1.24: 6-in., 
$1.70; 8-in., $2.80; 10-in., $4.30; per 
doz. pairs. Extra heavy T hinges in 
bundles, 4-in., $1.56; 5-in., $1.65: 6-in., 
$2.05; 8-in., $3.51; 10-in., $5.10, per 
doz. pairs. 

Ice Cream Freezers.—Future sales 
are ahead of last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Peerless and Alaska, 


1 qt., $2.95: 2 at., $3.45; 3 qt., $4.10; 
4 qt., $5, less 20-10 per cent. White 
Mountain, % qt., $3.50: 1 qt., $4.90; 
2 at., $5.70; 3 qt., $6.90: 4 qt., $8.30 
6 at., $10.50: 8 qt.. $13.50; 10 aqt., 
$18; 12 qt., $21.60, less 50 per cent. 
Arctic, 1 qt., $3.80; 2 qt., $4.60; 3 qt., 
$5.45: 4 qt., $6.80; 6 qt., $8.60; 8 qt., 
$11.19, less 50 per cent. 


Ice Skates.—Shipments are far ahead 
of last year. The cold snap started a 
heavy demand which is moving stocks 
very rapidly. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: Key clamp rocker, 

men’s and boys’ bright finish, 70c. 


per pair: key clamp hockey, $1.03 per 
pair; half key clamp hockey, women’s 
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and girls’, 96c. per pair; half key 
clamp hockey, women’s and girls’, 
$6 per pair. 

Lanterns.—Jobbers’ stocks are in 


good shape, but factories are unable to 
ship all patterns promptly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0 tubular, $6.90 
per doz Monarch tin lanterns, hot 
blast, $8.25 per doz. No. 2 Dietz 
cold blast lanterns, $13 per doz.; with 
large founts, $14.25 per dez.; scout, 
$6 per pair. 

Lawn Fence and Gates.—Orders for 
shipment Jan. 1 with March 1 dating 
are being booked in very satisfactory 
volume which exceeds last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Lawn fence, 58 per 
cent discount; galvanized gates, 45 


per cent discount; painted gates, 55 


per cent discount. 
Lawn Mowers and Grass Catchers.— 
Sales continue good. Many dealers are 


. providing against a possible shortage 


next spring. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 12-in., $5.20 each 
net; 14-in., $5.50 each net; 16-in., 
$5.85 each net; 18-in., $6.20 each net. 
Ball bearing lawn mowers, 4 
blades, adjustable bearings, 8-in. 


finished in gold, alumi- 
14-in., $7.50 each net: 


drive wheel, 
num and blue, 


16-in., $7.80 each net; 10%-in. raised 
open drive wheel, 4 tempered steel 
blades. reel 6-in. diameter, finished 


in aluminum, gold and green, red and 
gold striped, $9.50 each net. Same, 
16-in., $9.95 each ‘net; same, 18-in., 
$10.45 each net; 20-in., $11.15 each 
net. 

Grass catchers, wire frames, ad- 
justable heavy iron bottom, white 
duck, for mowers 12 to 16-in., $9 per 
doz, net. Same for mowers 16 to 20- 
in., $19.50 per doz. net. 


Nails. — No improvement in local 
stocks has been noted. The cold weather 
was expected to slow up the demand 
somewhat, but sales from the Southern 
territories have more than made up for 
the loss in the North. Mills are still 
very slow with deliveries. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.45 per keg base. 

The extra for galvanized nails is 
now $1.50 for 1 in. and longer, $2 for 
sherter than 1 in. 

Oil Heaters.—Better weather condi- 
tions have brought out a larger demand 
for this line. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Florence black oil 
heaters, $7 each, list; nickel trimmed, 
$8.50 each, list; blue enamel, $10.50 
each, list, all subject to 30-5 per cent 
discount. Perfection Oil Heaters, 
black, $6.75 each, list; nickel trimmed, 
$8.25 each, list; blue enamel, $10.50 
each, list, all subject to 30 per cent 
discount. 


Paints and Oils.—Linseed oil and de- 
natured alcohol have advanced. Tur- 
pentine has been reduced 15 cents per 
gallon. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
oy ay OIL—Raw, barrel lots, 


$1 per 5 barrel lots, 95¢e. per gal. 
LINSEED OIL—Boiled, barre! lots. 
$1.02 per gal.; 5 barrel lots, 97c. per 


gal. 
TURPENTINE—In barrels, $1.61 per 


gal. 

DENATURED ALCOHOT- 
rels. 44c. per gal. 

WHITE LEAD—100 Ib. kegs, 13%4¢ 
ner Ib.; 50 Ib. kegs, 13%c. per Ib.; 25 
Ib. kegs, 13%c. per Ib.; 12% Ib. kegs. 
13%c. per Ib. 

DRY PASTE- In 


Ib 

SHELLAC (4 Ib. 
White. $3.95 per gal.; 
per gal. 


In bar- 


barrels, 6%4c. per 


goods)—White. 
Orange, $3.70 
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barrels, $3.50 to $6.75 per 


RED-—-tn 
100 Ibs. 

Radio.—Radio sets are selling ex- 
tremely well at this time. Sales on mod- 
erate priced sets have shown a nice in- 
crease for holiday trade. 

Refrigerators——The future demand 
has been heavy enough to cause the 
majority of manufacturers to announce 
they were sold up until April 1. 

Roller Skates.—Future sales are ex- 
ceptionally heavy and it is expected 
that a shortage will develop before the 
season is well under way. 

Roofing and Building Paper.—Sales 
continue heavy despite the lateness of 
the season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade _ slate 
surfaced prepared roofing, $1.85 per 
square; best tale surfaced, $2.25 per 
square; medium tale surfaced, $1.6¢ 
per square; light tale surfaced, 90c 
per square; red rosin sheathing, $55 
per ton. 


Rope.—Spring orders are _ heavier 
than last year. Rope prices are re- 
ported strong with advancing tendency. 
Current sales are good. 

We jobbers’ stocks, 
quality manila 
6c. to 18%e. 


quote from 

f.o.b. Chicago: First 
rope, standard brands, 164 
per lb.; No.. 2 manila rope, 15%c. to 
1644c. per lb. base; so-called hard- 
ware grade manila repe, 15%c. Ib.; 
No. 1 sisal rope, highest quality, 
standard brands, 13%c. to 15%c. per 
Ib. hase; No. 2 sisal rope, standard 
brands, 12'%c. to 14c. per Ib. base 


Sash Cord.—Sales 
with prices high. 
We quote 
f.o.b. Chicago: 
$10.35 per doz. 
per doz. hanks. 


Sash Weights.—Prices are unchanged 
but not so strong. Demand is lessening. 


continue heavy 


from jobbers’ stocks, 
No. 7 standard brands, 
hanks; No. 8, $11.95 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Sash weights, $50 per 
ton. 


Screws.—Prices have not been an- 
nounced for the first quarter of 1923 


yet. 

We quote frem jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 82.5 per cent new list; round 
head blued; 75-20-5 per cent new 
list; flat. head brass, 78-5 per cent 
new list*® round head brass, 70-20-5 
per cent new list; japanned, 70-20-5 


per cent new list 

Shearing and Clipping Machines.— 
Orders are being booked in excellent 
volume. Due to spell of warm weather 
in Southern States, many dealers are 
ordering their horse clipping machines, 
plates, grinders and parts now. Dealers 
would do well to look up their stocks 
now. 


We auete from jobbers’ stocks. 
f.o.b. Chicago: Stewart No. 1 Ball 
Bearing Clipping Machine, $10.75 
No. 360 Top Plate, $1; No. 361 Bot- 


tom Plate, $1.50; dealers’ discount 25 

per cent. Stewart Electric Clipping 

Machine, all standard voltages; hang- 

ing type. $80. f.o.b. Chicago; pedestal 

type, $85, f.o.b. Chicago; dealers’ dis- 
count 25 per cent. 

Sleds—Sales are very good. Job- 
bers can hardly obtain stock enough 
and shortage is expected before the sea- 
son is advanced. 


We qucte from jobbers’ stocks, 
f.9.b. Chicago: 33-in., $11 doz.; 36-in., 
$13.50 doz.; 40-in., $16 doz.; 45-in., 
$20.50 doz.; 56-in., $27 doz. 


Snow Shovels.—Sales continue to im- 
prove as season advances. 
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We quote from jobbers’ stocks, 
f.0.b. Chicago: zalvanized steel 
snow shovels, ribbed steel blade, 7% 
x 10 in., ash D handle, $2.50 per doz. 
Same, ribbed steel blade, 21 x 16-in., 
reinforced back, D handle, $10.90 per 
doz. Same, spring steel blade, 16 x 
18-in., japanned D handle, $10.30 per 
doz, 


Solder and Babbitt Metal.—Prices re- 
main firm at a high level and sales are 
excellent. 


We quote from jobbers’ stocks, 
f.o0.b. Chicago: Warranted 50-50 
solder, $25 per 100 lb.; medium 45-55 
solder, $24 per 100 lb.; tinners’ 40-60 
solder, $23 per 100 Ilb.; high-speed 
babbitt metal, $20 per 100 lb.; stand- 
ard No. 4 babbitt metal, $10 per 100 Ib. 


Steel Goods.—Dealers are placing 
liberal future orders. Because of the 
high price of coal, coke, steel, ash and 
labor, as well as poor transportation, 
the steel mills are behind on orders. 
Although advances of 10 to 15 per cent 
have been made thus far, business is 
being placed liberally. 

Steel Sheets.—The market remains 
very firm, though it has been announced 
that there will be no advances for the 
first quarter of next year. Deliveries 
have improved and stocks are good. 


Office of HARDWARE AGE, 
410 Unity Building, 
Dec. 16, 1922. 


7 EATHER conditions over a greater 
part of New England the past 
week were not favorable for the retail 
hardware business, generally speaking, 
but this fact did not lessen retail store 
buying from the jobbing trade. As is 
usual at this time, the last minute rush 
of everybody to gather up odds and 
ends of merchandise required for the 
retail Christmas trade is on with’a 
vim. Added to the general confusion in 
wholesale circles is a lack of goods, 
due to the inability of the railroads to 
handle the enormous amount of freight 
Leing accepted by them. A great strain 
has been placed on express companies, 
but they, too, are making a rather sorry 
showing on deliveries. 

But perhaps of greater importance 
than the Christmas rush in wholesale 
circles, is the enormous amount of 
spring business being booked. All pre- 
vious records for early bookings of 
spring goods have gone by the boards, 
and various jobbers already report be- 
ing sold out on numerous lines. They 
will, of course, endeavor to secure more 
goods from manufacturers to sell for 
spring delivery, but here again the un- 
usual crops up. Manufacturers of cer- 
tain kinds of hardware lines are actual- 
iy turning down business. This applies 
more particularly to goods that come 
within the classification of “wire.” 
Nails, screws, netting and other things 
are hard to buy to-day, as are shovels 
and some farming tools, whitewash and 
cther liquids-and powders handled by 
the retail hardware trade. Some lines 
made from certain kinds of steel are 
beginning to show symptoms of becom- 
ing scarce. 


What does all this indicate? The 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $585 per 100 ib.; 28-gage 
black shects, $4.85 per 100 Ib. 

Stove Pipe and Elbows.—Supplies are 
normal, with sales slowing down. Fire- 
place fixtures and screens continue in 
good demand with stocks low. 

We «quote from jobbers’ stocks, 
f.o.b. Chicago: Stove pipe, 6-in., 30 
gage, $12 per 100 joints; 28-gage, $14 
per 100 joints; 26-gage, $16 per 100 
joints. Elbpws, 6-in., 30-gage, $1.25 
doz.; 28-gage, $1.50 doz.; 26-gage, $1.75 
doz. Coal hods, galvanized, 17-in., 
$5 per doz. Stove boards, Crystal, 
33-in., $20.85 per doz. 

Toys.—Late buyers cannot expect to 
have their orders filled complete. De- 
mand continues for good toys more 
than for cheap ones. 


Traps.—The demand continues to be 
excellent. The high price of furs is 
responsible for the demand as more 
people are trapping this season than 
usual. The open weather has been favor- 
able to trapping and has helped sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0 Victor, $1.53 
doz.; No. 1, $1.83 doz.; No. 1%. $2.75 
doz.; No. 2, $3.60 doz.; No. 1, Oneida 
Jump, $2.20 doz.; No. 1%, $3.17 doz.; 


BOSTON 


wholesale hardware trade here cannot 
see anything but big business, not only 
for them, but for the retail hardware 
trade as well. Their attitude bears sut 
predictions made heretofore, namely, 
that we are in for a period. of several 
months, at least, of money making for 
the retail distributor of merchandise. 


Automobile Accessories. — Certain 
automobile jack interests have _ read- 
justed their prices. The readjustment 
in some instances amounts to a slight 
decline, while in others it hardly counts 
for anything. Prices on other impor- 
tant automobile accessories are un- 
changed, but, in the opinion of the trade 
here, there will be a number of revisions 
around the first of the year. Several 
local jobbers are already beginning to 
size up stocks of automobile accessories 
with a view to having a sale on odds 
and ends of wrenches, etc. Some of the 
houses will hold these sales prior to 
Christmas and others around the first 
of the year. 


Batteries and Bulbs.—The Christmas 
sale of batteries and bulbs has exceeded 
all expectations, according to the job- 
bing trade. The pocket size cases ap- 
pear to be the most popular, although 
the searchlight types have sold unusual- 
ly freely. Prices are unchanged and 
insofar as jobbers are able to find out, 
they are likely to remain so for some 
time. 

We 
stocks: 
Cases.—Tubular types, 5% x 1\%4- 

in., fibre, $1.05 list: nickel, $1.25; 6% 

x 1%-in., fibre, $1.35, nickel, $1.50: 8% 

x 1%-in., fibre, $1.50, nickel, $1.75. 

Miner type, 5% x 1%-in., fibre, $1.20, 

nickel, $1.45: 6% x 1%-in., fibre, $1.65, 

nickel, $2: 8% x 1%-in., fibre, $1.75, 

nickel, $2.25. Pocket type, 3 x 2% x 

l-in., nickel, $1.45. Searchlight types, 

6% x 1%-in., fibre, $2.65. nickel, $2.75; 

9 x 1%-in., fibre, $2.75, nickel, $3. 

Spotlight type, 9% x 1%%-in., fibre, 

$3.25, nicke!, $3.50. 


quote from Boston jobbers’ 
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No. 115X Triple 
No. 215X Triple 


No. 2, 4.88 doz.; 
Clutch, $2.75 doz.; 
Clutch, $4.88 doz. 


Wire Goods.—Some makers have ad- 
vanced wire cloth 10 cents per 100 sq. 
ft. Local prices have not been altered. 
Future orders of wire cloth and poultry 
netting are well ahead of last year; all 
indications point to a very heavy season 
with possible shortages on wire prod- 
ucts. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.20 per 100 Ib.; catch weight 
spool galvanized cattle or hog wire, 
$4.10 per 100 lb.; 80-rod spool galvan- 
ized hog wire, $3.58 per spool; No. 8 
galvanized plain wire, $3.70 per 100 
lb.; polished fence staples, $3.75 per 
100 lb.; catch weight spocls painted 
barb wire, $3.75 per 100 Ib.; 12 mesh 
black wire cloth, $1.85 per 100 sq. ft.; 
12 mesh galvanized wire cloth, $2.15 
per 100 sq. ft.; galvanized before 
poultry netting, 56 per cent discount; 
galvanized after poultry netting, 51 
per cent discount. 


Wrenches.—Very satisfactory sales 
are reported and prices are firm. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural wrenches, 60 
per cent; engineers’ wrenches, 40 per 
cent; knife handles, 50 per cent. 


Batteries.—Leading makes, standard 
tubular, 3-cell, 50c, list; 2-cell, 25c., 
30c. and 35c.; Eveready, No. 719, 
5-cell, $1.20; No. 710, 5-cell, $1.10; No. 
731, 5-cell, $2. Unit cells, Eveready, 
No. 935, 15c. each list; No. 950, 17c. 

Bulbs.—Eveready, No. 1162, 3.8 volt- 
age, 30c. each list; all other numbers 
and voltages, 20c. each 

Discounts.—Flashlight cases, tung- 
sten batteries and unit cells—six 
unit packages, one delivery, 45 per 
cent discount. Less than six unit 
packages, one delivery, 40 ver cent. 


Blacksmith Supplies.—Local jobbing 
quotations on standard makes of anvils 
have been increased another cent a 
pounds to 18 cents. Otherwise prices 
are as heretofore. Blacksmith supplies 
of all kinds but more particularly horse- 
shoes and toe calks are selling well and 
local jobbing stocks have been mate- 
rially reduced. 

We 
stocks: 
RN makes, 18c. per 


quote from Boston jobbers’ 


Axles.—Square bed, druwn bed and 
one-piece, under 2%-in., lle. per Ib.; 
square bed, drawn and one-piece, 
2%-in. and 3-in., 10c. per Ib., coach 
bed axles, 1144c. per Ib. 

Springs.—Common wagon and car- 
riage springs, 12c. per lb. base. 

Horseshoes. — We quote from job- 
bers’ stocks: Standard makes in 100- 
Ib. kegs to dealers in Maine, New 
Hampshire, Vermont, Massachusetts 
and Rhode Island points, $7 per keg 
base. Base prices are for No. 2 or 
larger. To Connecticut blacksmiths 
and conspmers the base price is $6.75 
per 100 Ib. keg. No freight is allowed 
on store shipments. 

Fancy Shoes. — Side weight, $11.50 
per keg; track side weights, $11.75; 
toe weights, $10.25; steel shoes, $8.75; 
toe creased, $7.25: side wear, $9.25; 
calked, $9.25; extra light calked, 
$9.75: iron countersunk, $7.75; steel 
countersunk, $9.50; tips, $8.75; light, 
driving, $8.75: featherweights, $8.75; 
all assorted shoes, 50c. per keg extra. 

Welded Toe Caiks. — Dull, $2.15 per 
box; sharp, $2.40; blunt heel, $2.40; 
sharp heel, $2.65. 

Nails. — Horseshoe, Reliance and 
Brighton Crown and Leader, No. 5, 
$5.90 per keg; No. 6, $5.25; No. 7, 
$5.05; No. 8, $4.85; Nos. 9, 10 and 11, 
$4.65. 
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Bolts and Nuts.—The demand for 
bolts and nuts is increasing rather than 
cecreasing, jobbers reporting many 
good size orders booked the past week. 
The buying appears to run evenly to all 
kinds of products, consequently there 
are no holes in stocks. Jobbers here 
have just placed their orders with the 
mills for stock to be delivered in the 
first quarter of next year. These or- 
ders were placed at prevailing prices, 
which would indicate that no change in 
jobbing quotations may be expected for 
some time. 

We quote from Boston jobbers’ 
stocks: 


Bolts. — Machine bolts with H. P. 
nuts, % x 4 in., shorter and smaller 
cut threads, 40 per cent discount; 
larger and longer, 40 per cent dis- 
count; with C. T. & D. nuts, 35 per 
cent discount; tap bolts, list; common 
carriage bolts, 30 per cent discount; 
Empire tire bolts, 50 and 10 per cent 
discount; stove bolts, 70 and 5 per 
cent discount. 

Nuts.—H, P., all kinds, $1 off list; 
Cc. P. Cc. & T., all kinds, $1 off list; 
check nuts, list; semi-finished hexagon 
nuts, 9/16-in. and smaller, 65 and 10 
per cent discount; larger, 60 per cent 
discount; finished case-hardened nuts, 
50 per cent discount. 


Brooders and Incubators. — Judging 
from the number of orders already 
booked by jobbers, retail dealers 
throughout New England anticipate a 
big spring business in brooders and in- 
cubators or a shortage. Never before, 
according to the wholesale houses, has 
so much business been booked by them 
so early in the season. 

We quote from Boston jobbers’ 
stocks: 

Brooders. — National line, A, 5 
chick capacity, $21.50 each; B, 1000 
chick capacity, $26.50 each. Less 35 
per cent discount to the trade. Blue 
flame, No. 27, $17.50; No. 28, $20; No. 
29, $22.50 each, list. 

Incubators.—Buckeye line, No. 1, 
$37.50 each, list: No. 2, $44.50: No. 3, 
$57.75; No. 4, $68; No. 5, $107; No. 
14, $16.50; No. 16, $27.50; No. 17, $36.75. 
Discounts from stock 30 per cent. 
From factory, Springfield, Ohio, f.o.b. 
35 per cent. 

Choppers.—The recent advance in 
food choppers has stimulated rather 
than hurt sales, say the jobbers. it 
appears that aggregate sales during the 
past month. were fully as large, if not 
larger, than those of the correspond- 
ing period last year. 

We quote from Boston jobbers’ 
stocks: 

Food Choppers.—Universal line. No. 
00, $1.65 each; No. 01, $2: No. 02, $2.35; 
No. 02, $3.25: No. 304, $7.50: No. 323. 
2.75; No. 344, $12. all list prices 

Discounts, 25 and 10 per cent. 
Clocks.—With the exception of one 

line, low price clocks have been ad- 
vanced 10 to 12 per cent by the leading 
makers. Jobbers have not readjusted 
their prices as yet but probably will do 
so within a week. All of the clock 
makers are still far behind on deliveries 
and the advance in price is said to be a 
matter of precaution on their part, 
inasmuch as the cost of raw materials 
and the difficulty in obtaining them 
tend to raise production costs. 


We quote from Boston jobbers’ 
stocks: 

Western line. — American, small 
lots, 98c. each; dozen lots, 95c.; four 
dozen lots, 92c. Sleepmeter, small, 
$1.30; dozen, $1.26; four dozen, $1.22. 
Jack-o-Lantern, small, $1.95; dozen, 


manufacturers. 
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$1.90; four dozen, $1.85. Bunkie, 
, $1.79; dozen, $1.75; four dozen, 
Bingo, small, $2.11; dozen, 
four dozen, $1.99. Big Ben, 
, $2.28; dozen, $2.21; two dozen 
2.14. Baby Ben, small, $2 ‘ 
dozen, $2.21; two dozen, $2.14. 
tor, $3.25 each; $3.15 in dozen lots 
and $3.06 in two dozen lots. 
Waterbury line.—Royal case lots, 
5c. each; less than case lots, 80c. to 
Call, small lots, $1.30; case lots, 
Vigilant, small lots, $1.36; case 
oh. Daybreak, small lots, 
“ase lots, $1.65. Cyclone, small 
$2. 33; case lots, $2.21. 
Gilbert line. — Woodtime clocks, 
dainty assortment (six clocks), $11.70 
for six. 


Cutlery.—Jobbers all 


We quote from Boston jobbers 
stocks: 
Universal line.—Straight shears, 
japanned, 5%-in., $7 per dozen, net; 
, $7.35; 6%-in., $7.75; 7-in., $8.15; 
71%. in.. $8.65: 8-in., $9.15; 8%-in., $10; 
9-in., $11; 10- in., $14. Nickel plated, 
, $8; 6-in. 5: 6%4-in. $8.75; 
$9 15: 7%- -in. 9.75; i .25; 
8%4-in., $11; 9-in., $12.75: 10- in., $15.7 75. 
Barbers’ shears —Nickel plated, 
. $9.25 net per dozen; 7% %-in., 
8-in., $10.25. gesenee’. 7-in. 
7%-in., $8.75; 8-in., $9.2 
Scissors —Embroidery, %-in., $7 
per dozen, net; 4-in., $7. 63 5. Ladies’, 
4-in., $7.65; 4%-in., $8; 5-in., $8.50; 
5%-in., $9; 6-in., $9.75. 


Electrical Goods.—Jobbers have been 
fairly buried with orders for electrical 
goods the past week. 
a large number of the retail dealers put 
off until the last moment buying of 
this class of merchandise, presumably 
because it runs into money. The ava- 
lanche of orders caught some of the 
jobbers unprepared and more or less de- 
lay has been experienced 
goods out of stock. 
ever, that the situation will 
right itself within the next few days. 


We quote from Boston jobbers’ 
stocks: 

Irons.—Hotpoint, 30 per cent dis- 
count; Damanco, in lots of five or 
more, $3.35 each; in lots of less than 
five, $3.50 each; Sheldon, $3.25 net 
each; Universal nickel plated, No. 301, 
$7.50 each; No. 902, $6.75; No. 905, 

* No. 708 $8.75: No 921, $6.50: 
No. 9023, $6.25; No 9051, $8. Dis- 
count, 3” per cent: 12 pieces or more, 
30-5 per cent; 24 pieces or more, St- 
7%, per cent. 

Heaters —Hotpoint, 30 per cent dis- 
eount. Universal, No. 9952, sunburst 
type, $11.50 list; discount, 30 per 
cent. 

Percolators.—Coffee, Universal, No. 
9166, nickel, $22; copper, $23.50; sil- 
ver, $26.50 each: No. 9169, nickel, 
$24.50; copper, $26; silver, $29: No. 
159, 32.50 each net. Discount, 30 per 
cent, 12 pieces or more, 50-5; 24 
pieces or more, 30-714 per cent. 

Toasters. — Universal, nickel, No. 
945, $7.50 each; No. 946, $6.75. Dis- 
count same as on other goods. Re- 
verso, $5.75 net each; Star, $3.76 net 
each. 

Grills.—Universal, nickel, No. 984, 
$12.50 each; No. 982, $11.50. Discounts 
same as on other goods. 

Heat-Pads.—Universal, nickel, No. 
9940. $10.75 each. Discounts same as 
on other goods. 

Curling trons. — Universal, nickel, 
No. 9901, $6.25 each: No. 99011, $6.75. 
Discounts same as on other goods. 


report back- 
ward shipments from manufacturers of 
cutlery, which explains why some re- 
tail dealers are not getting everything 
they order. The Universal line of shears 
has been advanced by the jobbing trade 
to conform with new lists issued by the 
It is presumed here 
that all makers of shears will raise 
their prices, although nothing - definite 
has been received from some 
largest interests. 


of the 


It is very evident 


in getting 
It is believed, how- 
greatly 
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Ranges. — Two-burners, with grill 
and ovens, No. 9688, $31.50. Discount, 
30 per cent. 

Thermax Line.—Curling iron, $36 
per doz.; household iron, $40; toast- 
ers, $40; heating pads, $40 and $69; 
percolators, $60; dise stove, $69; radi- 
ators, $72; grill, $80; waffle iron, $97. 
Files and Rasps.— The wholesale 

trade here have been notified by manu- 
facturers of an advance of 10 per cent 
in leading makes of rasps. Jobbers 
have not changed their prices but inti- 
mate they will do so during the coming 
week. So far as is known no change 
in prices on files has been made. The 
demand for both classes of tools is re- 
markably good for this time of the year, 
indicating that retail and large con- 
sumers’ stocks are down to narrow 
margins. 


Boston jobbers’ 


We quote from 
stocks: 
Files. — Nicholson and Black Dia- 
mond, 50 and 10 per cent discount; 
Kearney & 
» and 5 per 
2% per cent 


Great Western Arcade, 
Foote and American, 65 
cent discount; X. F., 1 
discount. 
Rasps. 
discount; 
discount; 
discount. 
Fire Extinguishers.—tThe cold 
weather, making it necessary to thaw 
out pipes, which has resulted in a large 
number of small fires, has stimulated 
the demand for fire extinguishers. Busi- 
ness is by no means brisk but is un- 
usually good for this time of the year. 
Boston jobbers’ 


Heller, 75 and 10 per cent 
Superior, ete., 80 per cent 
Stokes, 75 and 10 per cent 


We quote from 
stocks: 

Pyrene fire extinguishers, $8 each; 
in lots of six or more, $7.50 each. La 
France, size 1, $7.50 each; size 2, $9; 
size 3, $10.50. ~ 


Freezers.—Jobbers have begun to 
round up orders for freezers to be de- 
livered next year and have met with 
remarkable success so far. Prices on 
freezers are the same as for last year 
and this fact evidently will have a great 
deal to do with the amount of business 
placed. 


We quote from 
stocks: 

Freezers. — White Mountain, 1-qt., 
$4.85 ligt: 2-qt., $5.65; 3-qt., $6.75; 
4-qt., $8.25: 6-qt., $10.45; 8- -qt., $13.50; 
10-qt., $18; 12-qt., $21.55; 15-qt., 
$25.60; 20-qt., $33.20; 25-qt., $42.60. 

Arctic, 1-qt., $4 list; 2-qt., $4.60; 
3-qt., $5.55; 4-qt., $6.80; 6-qt., $8 66: 
8-qt., $11.10; 10-qt., $14.80: 12-qt., 
$16.65; 15-qt., $23.30; 20-qt., $30. 

Jobbers discount, 60 per cent from 

> or fac tory. 
$2.95 pA. st; 2-qt., $2.45 
- 4-qt., 5: 6-qt., $6.30; 
20; 10-qt., $10 75: 12-qt., $14; 
Dise ount 20 and 10 per 
cent. Alaska special, 2-qt. only, $2.25, 
less one-third off. 


Boston jobbers’ 


Iron and Steel. 
of iron and stee! are in fairly good con- 
dition and prices hold steady, no change 
having been reported for several weeks. 
The demand is exceptionally good for 
this time of year and from all the job- 
bers can gather from customers and the 
consuming trade, business during the 

early part of 1923 promises to be very 
good. 
We quote from 


Boston jobbers’ 


Refined, $3.06% per 100-Ib 


: best refined iron, $4.50: Wayne 
$5.50; Norway iron, $6.60 to 


Steel.—Soft steel bars, $3.06 per 
100 Ib. base; flats, $3.85: concrete 
bars, plain, stock lengths, $3.25; 
angles, channels and beams, $3. 06% 
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to $3.16%; tire steel, $4.50 to $4.85; 

open-hearth spring steel, $5 to $6.50; 

steel bands, $4.25; steel hoops, $5.75; 
cold-rolled steel, $4.50 to $5; toe calk 
steel, 

Nails.—Although the nail supply sit- 
uation is better than it was, it is still 
very discouraging to the jobbing trade. 
Mills are reported as being about six- 
teen weeks behind hand on deliveries 
and nothing they say indicates a likeli- 
hood of their catching up with orders 
for several months to come. 

We from 
stocks: 

Nails.—Wire, $3.70 per keg, base, 
from store; from mill, in less than 
carload lots, $3.05 per keg, base, and 
in carload lots, $2.80 per keg, base, 
f.o.b. Pittsburgh; cut nails, $4.15 per 
keg, base, from store; from factory, 
in less than carload lots, $3.85 per 
keg, base; galvanized nails, 1 in. and 
longer, add $1.75 per keg, shorter, add 
$2.25; hard steel nails, $3.85 per keg, 
base, from store. 

Poultry Netting.—In view of the un- 
certain outlook for wire goods next 
spring the jobbing trade here for sev- 
eral weeks have been taking orders for 
spring delivery. As a result of their 
activities most of them have disposed 
of all stock ordered from the mills. 
Such a sold-up condition has not existed 
in the local market for many years at 
this time of year. 

We 
stocks: 

Poultry Netting.—From store, 40 
and 10 per cent off list. From fac- 
tory, 50 and 5 per cent discount, f.o.b. 
Pittsburgh on any size of netting 
galvanized after weaving. For net- 
ting galvanized before weaving an 
extra 10 per cent is charged. 

Radio Appliances.—The demand for 
radio sets and parts for the Christmas 
trade is exceeding all expectations, 
say those houses who are making a big 
specialty of them. The amount of money 
that people are investing in this class 
of merchandise is remarkable. It is no 
uncommon thing for a man, who in- 
tends to make a present to his boy on 
Christmas, to spend $200 for a set. One 
local firm reports a sale of three sets 
to one customer which cost an aggre- 
gate of approximately $500. 

Sash Cord.—The local wholesale mar- 
ket for sash cord appears to have set- 
tled down after its recent readjustment 
of prices and jobbers report very satis- 
factory sales on the new basis. The 
Government recently issued a cotton 
report for 1922 which indicated a pro- 
duction of less than 10,000,000 bales, 
which, with one exception, is the small- 


quote 3oston jobbers’ 


quote from Boston jobbers’ 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Dec, 18. 
OME interesting figures came out in 
the past week in regard to ingot 
production, these showing that thirty 
leading steel companies made a total 
ef 2,889,297 tons of ingots, a gain of 
16,882 tons over October. The total 
output of ingots in November last year 
was 1,660,001 tons, this being the time 
when the steel industry was going 
through the greatest period of depres- 
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est crop raised in this country since the 
early 1900’s. It is evident, therefore, 
that before the new crop comes in there 
will be a shortage of the staple, and, 
for that reason, lower sash cord prices 
do not seem probable for some time, 
unless something unexpected happens. 

We from 
stocks: 

Sash Cord.—Acme, 5le. per Ib., 
base; Phoenix, 5lc.; Sachem, 48c.; 
Sampson Spot, 74c.; Silver Lake, Tic. 
Screws.—The outlook for screw sup- 

plies is just about as unsatisfactory as 
that for wire netting, nails and other 
wire products, For that reason jobbers 
are urging the retail hardware trade to 
cover their early 1923 requirements, es- 
pecially as a large amount of construc- 
tion work is anticipated in New Eng- 
land then. As a result of this campaign 
a large amount of business has been 
booked during the past fortnight. The 
jobbing trade have placed their forward 
1923 orders with the manufacturers, 
who, in some instances, will not accept 
additional business until they are bet- 
ter assured of raw materials. 

We 
stocks: 


Wood Screws.—Flat head bright, 
Ti% 5 per cent aiscount; 


quote Boston jobbers’ 


quote from Boston jobbers’ 


» und 5 flat 
head blued, 77% and 65, plus 5 per cent 
discount; round hcud blue, 75 and 5 
per cent discount; flat head brass, 
72 and 5 per cent discount; round 
head brass, 70 and 5 per cent dis- 
count; flat head galvanized, 624% and 
5 per cent disccunt; flat head nickel 
and round head nicke!, 65 and 5 per 
cent discount. 

Machine Screws, etc. — Coach 
screws, 650 per cent discount; set 
screws, including headless, 60 and 
7% per cent discount; cap screws, 
square and hexagon, 60 and 7% per 
cent discount; lag screws, 50 per cent 
discount; iron machine screws, flat 
and round head, 60 per cent discount. 


Shovels.—The demand for all kinds 
of shovels, but particularly steel side- 
walk and furnace scoops, is very large, 
so much so in fact that the jobbing 
trade has been absolutely unable to 
keep up with orders. Now that icy side- 
walks are being experienced, the call 
for chisels and pushers has grown to 
large proportions. 

Sleds.—Jobbers are shipping out sleds 
on back orders as fast as possible. Very 
heavy commitments were made during 
the past week. The finishing touches 
presumably will be made during the 
current week. Sales of sleds for the 
present season have been tremendous. 


We jobbers’ 
stocks: 
Sleds. — Allen 


quote from Boston 


Flexible Flier line, 
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sion in its history. In other words, the 
steel ingot output at present is more 
than double what it was at this time 
last year. Output for the eleven months 
ending Nov. 30 was 26,336,563 tons 
against only 10,936,710 tons in the first 
eleven months of last year. At present 
the steel mills are operating to about 
80 per cent of capacity, with an occa- 
sional operation at 85 per cent. It is 
likely that steel ingot output this month 
will show a slight falling off as com- 
pared with last month, as holiday shut- 
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from stock, 33% per cent discount; 
from factory, 35 per cent discount, 
f.o.b. Philadelphia; Paris Mfg. Co. 
line, 40 per cent discount from list. 
Solder.—Local jobbing quotations on 
solder have been advanced 5 cents per 
lb., bringing half and half up to a basis 


‘of 30 cents. 


Thermometers.—Thermometers, which 
a month or so ago were backward, are 
in keen demand, and there is every in- 
dication that jobbers’ stocks will clean 
up well. 

We 
stocks: 

Thermometers, house, plate glass, 
8-in., spirit of mercury, $8 per doz.; 
10-in., $10 per doz. Common tin case, 
7-in., $1.20 net; 8-in., $1.38; 10-in., 
$1.50. Tyco tin case, standard, heavy, 
8-in., $13.50 per doz.; 10-in., $16.50. 
Wood back thermometers, household 
assortments, $2; Sunrise, $4. Higher 
grades, $6 to $13.50 per doz. 
Twine.—Good bookings of twine for 

immediate and forward delivery are re- 
ported here by the jobbing trade. Prices 
are very firm, having recently been re- 
vised, 

We 
stocks: 

Hemp Twine.—No. 12, 44c. per Ib.; 
No. 18, 37c.; No. 24, 36c.; No. 36, 33c.; 
No, 48, 32c. 

Cotton Twine.—Marsac, No. 1, 44c. 
per lb.; Nashua, No. 2, 40c. 

Jute Twine.—2-ply, 27c. per Ib. 
Wagons.—All kinds and types of 

coaster wagons suitable for the holiday 
trade are in excellent demand and job- 
bers’ stocks will undoubtedly clean up. 
In speaking of the situation, one job- 
bing house says that, contrary to for- 
mer years, demand this season has run 
largely to the more expensive types of 
toys. 

We 
stocks: 

Coaster Wagons. — Sherwood line, 
new type, rubber tire disk wheels, No. 
28, $8.25, list; No. 32, $9.10; No. 34, 
$9.90; No. 38, $11; No. 40, $12.35. Dis- 
count to the trade 33% per cent. 
Washers.—The market for washers, 

which heretofore has been sluggish, 
shows considerably more life. The 
Boston & Albany Railroad is inquiring 
on 3200 lb. and other large consumers 
are asking bids on sizable quantities. 
The most encouraging feature of going 
business, however ,is the large number 
of small orders being accepted by the 
jobbing trade. 

We quote 
stocks: 

Cast washers, 5g-in. and smaller, 
54c. per lb.; larger, 4*%4c. per Ib.: cut 
washers, 20%-lb. kegs, list less $3 per 
keg; malleable washers, 15c. per Ib. 


quote from Boston jobbers’ 


quote from Boston jobbers’ 


quote from Boston jobbers’ 


from Boston jobbers’ 


Gowns and inventory period always ~ 
mean a loss in output in the closing 
month of the year. 

It is remarkable the way in which 
the railroads keep up their heavy buy- 
ing, and so far it has shown no signs 
of falling off. In the past week orders 
for no less than 3000 cars were placed, 
while cars under active negotiation «re 
close to 30,000. Lately the Union Tank 
Car Co. placed orders for 3000 all-steel 
tank cars, the Chicago, Milwaukee & 
St. Paul, which recently placed orders 
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fur 5500 cars, has bought 1000 more 
from the Pullman Co. and the same 
number from Pressed Steel Car Co. The 
Southern Pacific Railway has just 
authorized the expenditure of $12,000,- 
000 for freight and passenger cars to be 
delivered in 1923. Other railroads are 
known to be on the point of placing 
heavy car orders, and also locomotives 
for next year delivery. The rolling stock 
of all the railroads was very much 
down at the heel, and they are simply 
compelled to make these heavy pur- 
chases to put it in any kind of good 
shape again. 

The slight falling off of 62,000 tons in 
orders on the books of the Steel Corpo- 
ration does not really mean anything, as 
orders of all the steel companies show a 
falling off in the last two months of the 
year. The orders on hand by the Steel 
Corporation that will be shown in its 
next statement will likely show a still 
further decline, as none of the steel 
consumers does any buying in December 
that can possibly be put off until Janu- 
ary. The inventory is the reason for 
this, and the usual shut downs at the 
end of the year are also responsible for 
the falling off in new buying. 

There was considerable activity in 
sales of pig iton in the Pittsburgh dis- 
trict in the past week, but at the ex- 
pense of further declines in prices, Bes- 
semer pig iron having gone off about 
$2.50 per ton, and Malleable Bessemer 
about $1 per ton. Most of the sales of 
pig iron last week were for foundry, 
but there was also some movement in 
Bessemer. Some producers have marked 
up their prices on iron, but say that so 
far they have not been able to make 
any sales at the higher prices. In the 
territory adjacent to Pittsburgh, this 
extending as far east as Johnstown, 
Pa., south as far as Wheeling, W. Va., 
and west to Warren, Ohio, shows that 
out of a total of 139 blast furnaces 
there are ninety-nine in blast at present, 
more than double the number active 
only a little more than a year ago. 

No important changes in steel prices 
took place in the last week, with the 
single exception of pig iron, as noted 
above. There is not likely to be enough 
new business this month to really test 
out steel prices, which in the main are 
holding fairly strong. Steel bars, 
plates, shapes are holding firm, with the 
exception that plates have been shaded 
$1 to $2 per ton lately on several very 
desirable large orders for early delivery. 
Prices on sheets as recently announced 
by the American Sheet & Tin Plate Co. 
are also firm, with the exception that 
one or two of the smaller sheet mills 
that are very anxious for business have 
shaded these prices not over $2 per ton. 
The steel trade this year will show very 
large gains over 1921, both in the ton- 
nage turned out and also in earnings. 
At this time last year none of the steel 
concerns was making money, but it is 
a badly managed or badly located com- 
pany that is not making money now, 
or at least breaking even. 

The best thing that we can report 
about the hardware trade is that sales 
of holiday goods so far this year are 
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about double what they were last year, 
and with every promise of getting 
heavier every day right up to the holi- 
days. Already there is a shortage in 
supply of some kinds of holiday goods 
sold by the hardware trade, notably in 
sleds and coaster wagons, and it is 
feared it is now too late to get another 
supply in time. Ice skates have also 
been selling heavily, and stocks are 
pretty well cleaned up. 

The shortage in cars which has made 
goods so scarce for some time is slowly 
clearing up, the Pennsylvania Railroad 
having issued an order the other day 
releasing both open top and box cars, 
so that merchants in a very short time 
will be getting quicker shipments of 
goods than at any time since last sum- 
mer when the coal and railroad strikes 
were playing the mischief with ship- 
ments. It is a fact that hardware job- 
bers in this city have been trucking 
goods for months at an enormous ex- 
pense for two or three months, and at 
the same time have not been getting 
a cent more for the merchandise than 
if it had been delivered by the rail- 
roads. 

Roger Babson was here the other day. 
He predicted good business for at least 
the first half of 1923, and a good many 
merchants have an abiding faith in 
what Mr. Babson says. Buying by the 
liardware trade of seasonable goods for 
the spring trade has been heavy, the 
jobbing and retail hardware trades look- 
ing to an active spring trade. 

Price changes in hardware in the past 
week were practically nil. There were 
slight advances in a few unimportant 
lines, but the whole market is firm. 
Building operations in the Pittsburgh 
district are still very active, and labor 
engaged in the erection of new large 
buildings is receiving a very high wage. 
On one large department store being 
built here, plasterers have been receiv- 
ing as high as $30 per day, a regular 
wage of $24 per day for eight hours, 
and time and a half for overtime. In 
spite of the high prices of materials 
and labor, the outlook for the local 
building trades for next year is that it 
will be even more brisk than it is now. 
This condition has maintained a steady, 
heavy demand for builders’ hardware, 
and for all other materials that go into 
new construction. 


Automobile Accessories.—Other 
makers of tires and tubes have ad- 
vanced prices from 10 to 12 per cent, 
due to the much higher prices ruling 
for crude rubber. This material is now 
selling at about 28 cents per pound, the 
highest price reached since early in 
1920. Some snow and icy streets have 
greatly increased sales of tire chains, 
which are now in very active demand, 
and stocks of several local jobbers are 
pretty well cleaned up. Prices on the 
better grades of accessories are firm, 
but low prices are being made on in- 
ferior goods. 

We quote from jobbers’ 

f.o.b. Pittsburgh, as follows: 


Millers Falls. No. 145 jacks, $4.75. 
Reliable jacks, No. 1, $2.33; No. 2, 


stocks, 


$3.33, in lots of 12; Derf spark plugs, 
96c. each for all sizes in lots less than 
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50; Champion X spark plugs, 45c. 
each for less than 100 and 43c. each 
for over 100; Champion regular, 53c. 


Axes.—Demand is fairly active, prices 
being firm, but without change. It is 
expected that after the first of the year 
demand will be more active. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 
First grade, single bitted axes, 


handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 


second grade axes, single  bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.; double _ bitted, 


handled, $21 per doz.; unhandled, $18 
per doz. 


Bolts and Nuts.—The new demand is 
quiet, mostly for small lots for filling 
in stock, jobbers holding off as much as 
they can until after the first of the year. 
Prices are only fairly strong, and are 
being shaded in some cases. 


Discounts being quoted on bolts and 
nuts, also the prices on rivets to the 
large trade, are as follows: 

Machine bolts, small, rolled threads, 
60 and 5 per cent off list. Machine 
bolts, small, cut threads, 50 and 10 
per cent off list. Machine bolts, 
larger and longer, 50 and 10 per cent 
off list. Carriage bolts, % x 6 in.: 
Smaller and shorter, rolled threads, 
50, 10 and 5 per cent off list; cut 
threads, 50 per cent off list; longer 
and larger sizes, 50 per cent off list. 
Lag bolts: 60 and 5 per cent off list. 
Plow bolts, Nos. 1, 2 and 3 heads, 50 
and 10 per cent off list; other style 
heads, 20 per cent extra. Machine 
bolts, c.p.c. and t. nuts, % x 4 In.: 
Smaller and shorter, 45 per cent off 
list; larger and longer sizes, 45 per 
cent off list. Hot pressed square 
or hexagon blank nuts, $3.25 to $3.50 
off list. Hot pressed nuts, tapped, 
$3.25 to $3.50 off list. C.p.c. and t 
sq. or hexagon nuts, blank, $3.25 to 
$3.50 off list. C.p.c..and t. sq. or 
hexagon nuts, tapped, $3.25 to $3.50 
off list. Semi-finished hexagon nuts: 
Ys in. and smaller, U. S._S., 75, 10 
and 5 per cent off list; % in. and 
larger, U. S. S., 70, 10 and 2% per 
cent off list; small sizes, S. A. E., 
80 and 5 per cent off list; S. A. E., 
5% in. and larger, 75 and 5 per cent 
off list. Stove bolts in packages, 80 
and 5 per cent off list. Stove bolts 
in bulk, 80, 5 and 2% per cent off 
list. Tire bolts, 50, 10 and 10 per cent 
off list. 

Cap and Set Screws.—Milled square 
and hexagon head cap screws, 75 per 
cent off list. Milled set screws, 
per cent off list. Upset cap screws 
75 and 10 per cent off list. Upset set 
screws, 80 per cent off list. 

Rivets.—Large structural and ship 
rivets, *base, per 100 Ib., $3.15. sarge 


boiler rivets, base, per 100 Ib., $3.25. 
Small rivets, 65 per cent off list. 

Jobbers charge the usual advances 
to the retail trade for small lots out 
of stock. 


Brass Goods.—H. C. Judd & Co., New 
York City, have revised prices on their 
lines of brass goods, including bright 
wire goods, and on some lines have 
made an advance of about 10 per cent 
in prices. 

Charcoal Iron Tubes.—Three or four 
makers have lowered discounts on char- 
coal iron boiler tubes five points, this 
being equal to an advance of $10 per 
ton. At least one maker has advanced 
prices on steel boiler tubes $2 per ton. 
The demand for tubes has been very 
heavy for some months, and most 
makers are sold up for three to four 
months, and are eight to ten weeks 
back on shipments. 

Cutting Snipes.—The Berridge Shear 
Co., Sturgis, Mich., has made an ad- 
vance of about 10 per cent in prices on 
these goods. 

Copper Products.—There is no falling 
off in the heavy demand for copper 








74 


goods of all kinds, and the local maker 
is still sold up for about four months. 
Prices remain very firm. On large lots 
from stock we quote: 

Copper conductor pipe, 50 and 10 
per cent off list; copper elbows, 20 
per cent off list; copper nails, 25%éc. 
per lb.; ferrules, 70 per cent off list; 
sheet copper, 27\%c. base; copper 
rods, 22c. base; copper bottoms, 30c. 
base. 

Iron and Steel Bars.—Some large con- 
tracts for steel bars are being placed 
with the mills for shipment after the 
first of the year. Most of this business 
is at 2 cents at mill, but in exceptional 
cases 1.90 cents has been done. Job- 
bers report a fairly active demand from 
stock. 

Jobbers are quoting from 2.75c. to 
3c. per lb. in small lots from store. 
Iron bars are also quieter in demand, 
few being sold in this market. Job- 
bers quote about 2.75c. from store. 
Sheets.—Mills are catching up on 

back orders, and jobbers and consumers 
report they are getting quicker deliv- 
eries now than for three or four months. 
In fact, some consumers are getting 
shipments faster than they want them. 
New buying for early delivery is quiet, 
but some large contracts have been 
placed for shipments to start early in 
the new year. Prices are well main- 
tained, but the 3.35 cents price on black 
sheets is occasionally shaded. 


Office of HARDWARE AGE, 
604 Mercantile Library Bldg., 
Cincinnati, Ohio, Dec. 16. 


‘THE year now drawing to a close has 

been a very successful one in the 
hardware trade. Though some lines 
have been rather quiet, the big boom 
in building construction, with its at- 
tendant demand for builders’ hardware, 
gas and coal ranges, household furnish- 
ings, kitchen utensils, etc., has more 
than filled the gap made by the lighter 
demand for factory supplies and agri- 
cultural implements, and almost every 
jobber and dealer reports sales running 
well in excess of last year, both in dol- 
lars and cents and volume. 

With the holiday trade in full swing, 
and inventory period rapidly approach- 
ing, jobbers report the customary lull 
in buying during the past week or so. 
The demand for holiday goods this year 
has been heavy, and dealers report a 
big volume of business. Orders for 
spring delivery have been good up to 
date, and indications are that when in- 
ventories have been completed that fu- 
tures will be much in demand. The 
trend is certainly in the direction of 
larger purchases, and the policy of 
hand to mouth buying so much in evi- 
dence for the past two years is slowly 
but surely beeoming a thing of the past. 
Some business has certainly been lost 
to dealers this year on account of their 
being without a good stock of merchan- 
dise, and delayed shipments, due to 
transportation troubles, has about con- 
vinced the trade that it is better to take 
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The carload vrices on sheets are 
3.35c. for 28 gage black, 4.35c. for 28 
gage galvanized, and from 2,50c. to 
2.60c. tor blue annealed. Jobbers con- 
tinue to quote 3.75c. to 4c. for black, 
and 4.75c. to 5c. for small lots from 
stock. 

Steel Pipe—The removal of the em- 
bargo on box cars, together with the 
fact that the pipe mills are operating 
to larger capacity, has relieved to some 
extent the tightness in supply of steel 
pipe, but on the smaller sizes of butt 
weld the mills are still back in ship- 
ments from eight to ten weeks. The 
demand for the larger sizes of iron and 
steel pipe is still very active. Prices 
are firm. Pipe mills in the Pittsburgh 
district are running to about 80 per cent 
of capacity. 

Local jobbers are quoting for small 
lots of steel pipe out of stock as fol- 
lows: Prices per 100 ft. f.o.b. Pitts- 
burgh: 

Black Galv. 
%....$3.05 
Venccee a8 
38 . 2.93 $4.63 
3.67 5.00 2 13 

, 5.94 2%... 

Track Tools.— The Warren 
Forge Co., Warren, Pa., has advanced 
prices on this line 10 per cent. 


Wire Cloth.— Manufacturers have 
advanced prices on black and galvan- 
ized wire cloth 10 cents per 100 sq. ft. 
Local jobbers quote black $2; galvan- 
ized $2.55; bronze $7. 


- Black 
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the chance of running into price reduc- 
tions than to lose trade through being 
without the goods when called for. 

There have been few developments in 
the price situation within the past two 
weeks. In fact, local jobbers have only 
made minor changes in their quotations. 
Sash cord is very strong, and manufac- 
turers have advanced the price 6 cents 
per lb., but local jobbers have not as 
yet followed the lead. There is consid- 
erable talk of further advances in build- 
ers’ hardware, to be effective, Jan. 1, 
but no authentic information is avail- 
able. Some jobbers have been advising 
dealers that in their opinion lower 
prices of goods are not probable in the 
immediate future, and that it would be 
advisable to place orders now in order 
to be sure of getting shipment. 


Axes.—Local jobbers have advanced 
prices on axes $1 per doz. following 
similar advances made recently by 
manufacturers, and which had not been 
put into effect at that time. The de- 
mand is fair. 


Automobile Accessories. —- Colder 
weather has created a big demand for 
winter accessories, and local manufac- 
turers of engine and radiator covers 
are working overtime to take care of 
orders. Sales of driving gloves have 
also been good, and anti-freeze solu- 
tions have been going like wildfire. 
Chains are moving rapidly, and with a 
touch of snow or sleet orders from 
dealers, who have not covered for their 
full requirements, are expected to be 
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Wire Products.—Conditions in the 
wire trade are the same as we have 
reported for some weeks past. Demand 
is good, and all the mills are considera- 
bly back in shipments. The leading 
wire nail maker is reported to have at 
present orders on its books for more 
than 1,500,000 kegs, and is not taking 
any new business, except for shipment 
at its convenience. All the mills are 
heavily committed, and it looks as 
though this condition will last through 
the first quarter at least. Prices re- 
main very firm, but there are no signs 
of an early advance. 


We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: 

Wire nails, $3 to $3.10 base per keg; 
galvanized, 1 in. and longer, includ- 
ing large head barbed roofing nails, 
taking an advance over the price of 
$1.50, and shorter than 1-in., $2; 
bright Bessemer and basic wire, $2.75 
per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.90; galvanized wire, $3.40: 
galvanized barbed wire, $3.70; gal- 
vanized fence staples, $3.75; painted 
barbed wire, $3.40; polished fence 
staples, $2.20; cement coated nails, 
per count keg, $2.60; these prices 
being subject to the usual advance 
for the smaller trade, all f.o.b. Pitts- 
burgh, freight added to point of de- 
livery, terms 60 days net less 2 per 
cent off for cash in 10 days. Dis- 
counts to jobbers on woven wire fenc- 
ing are 68 per cent off list for car- 
load, 67 per cent off for 1000-rod lots, 
and 66 per cent off for small lots, 
f.o.b. Pittsburgh. 


stocks, 


more than jobbers can handle. There 
is a fair demand for tires, and the cer- 
tainty of a general price advance, fol- 
lowing the lead of three of the larger 
companies, is doing much to stimulate 
business. There have been a few minor 
changes in prices, most of them in the 
nature of revisions upward, and the 
situation is strong. 


Builders’ Hardware.—Jobbers report 
a big demand for builders’ hardware, 
and the indications point to it continu- 
ing straight through the winter. Build- 
ing construction has shown little let-up 
on account of the lateness of the sea- 
son, and a number of large projects are 
scheduled for bids about Jan. 1, which 
will require large quantities of hard- 
ware. Prices of builders’ hardware are 
very firm, and reports are current that 
further advances will be made about 
the first of the year. 


Cutlery.—Jobbers report a big season 
in cutlery, and dealers are now selling 
carving sets, pocket cutlery, razors, etc., 
to the Christmas trade in volume fully 
equal to any previous similar period. 
Prices remain unchanged. 


Coal Hods.—While the demand for 
coal hods has passed as far as jobbers 
are concerned, dealers report their sales 
good. Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 16-in. japanned, $2.95 doz.; 
17-in., $3.30 doz.; 18-in., $3.65 doz.; 
16-in. galvanized, $4.25 doz.; 17-in., 
$4.55 doz.; 18-in., $5 doz.; 20-in., $6.75 
doz. 


Christmas Tree Holders.—The de- 
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mand: for Christmas tree holders is in- 

sistent, and jobbers report their stocks 

as having been pretty well disposed of. 
We quote from Cincinnati jobbers’ 
stocks: Gem holder, $4.50 per doz ; 

No. 14, $10.00 per doz. 

Clipping and Shearing Machines.— 
There is still a fair demand for clipping 
and shearing machines from the rural 
districts, with prices firm at last quo- 
tations. 

We quote from Cincinnati jobbers’ 


stocks: Stewart No. 1 ball-bearing 
clipping machine, $10.75; No. 360 Top 


Plate, $1.00; No. 361 Bottom Plate, 
$1.50; dealer’s discount 25 per cent. 


Stewart Electric Clipping Machine, 
all standard voltages, hanging type, 
$80 00, f.o.b, Cincinnati; pedestal type, 
$85.0u. f.o.b. Cincinnati; dealer’s dis- 
count 25 per cent. 

Electrical Goods.—While the holiday 
trade was very heavy, the demand for 
electrical goods has not been confined 
to this trade alone. “Do it electrically,” 
is becoming a popular slogan, and if 
one is to judge by the demands for 
demonstrations of electrical contriv- 
ances, the interest of the housewives of 
this country has been thoroughly 
aroused to the advantages to be se- 
cured from the use of electricity in the 
homes. At any rate dealers handling 
electrical goods are doing an excellent 
business, and not alone in this line, as 
other things suggest themselves while 
looking over the line on display. Prices 
show no change. 

We quote from Cincinnati jobbers’ 
stocks: 

lrons..—American Beauty, in lots of 
1 to 6, $5.25 each; in lots of 6 to 24, 
$5.10 each; over 24, $4.95 each. Hot 
Point Trons, No. 115F17, $6.75 each; 
No. 215F34, $5.00 each; less 30 per 
cent discount for lots of 6 and over. 

Hot Point Curling Irons, No. 112L6. 
$6.50 each; less 30 per cent for lots of 


“Hot Point heating pad, No. 115Q6, 
$7.95 each; less 30 per cent for lots 


of 6. 
Hot Point Percolators, No. 20620, 
$12 each; No. 20621, $13 each; No. 


20611. $10 each, less 30 per cent dis- 

count for lots of 6 and over. 

Eaves Trough and Conductor Pipe.— 
The season for outside work has nearly 
run its course, but the number of new 
buildings going up continues to keep 
the sheet metal workers busy, and con- 
sequently jobbers’ sales continue in 
good volume. No price changes have 
been made. 


We quote from Cincinnati jobbers’ 
stocks: 28 gage, 5-in. eaves trough, 
$4.25 per 100 ft.; 28 gage, 3-in. corru- 
gated conductor pipe, $4.50 per 100 
ft.: 3-in. corrugated conductor elbows, 
$1.62 per doz. 

Files.—The demand for files is fair, 
considering general conditions in the 
metal working trades, and is expected 
to show considerable improvement 
after the turn of the year, as many 
plants are contemplating larger pro- 
grams for winter months, and with a 
certain cessation of outdoor activities, 
more men will be available for inside 
work. Prices of files show no change. 

We quote from Cincinnati jobbers’ 
stocks: Nicholson and Black Diamond 
files, 50 and 5 off; other makes, 60 and 
10 off. 


Galvanized Ware.—There is little 


change in the demand for galvanized 
ware, although garbage cans are re- 
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ported to be moving in better volume. 
Prices are as last quoted. 

We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2; 
12-qt., $2.25; 15-qt., $2.50; 16-qt., 
$3.25; galvanized tubs, No. 0, 
No. 1, $5.75; No. 2, $6.50; No. 3, 
all prices per doz. 

Glass.— The demand for window 
glass keeps up steadily, and local job- 
bers report a good year coming to a 
close. Prices are very firm, and some 
are of the opinion that advances will 
shortly take effect, as costs of produc- 
tion are steadily increasing. 

We quote from Cincinnati jobbers’ 
stocks: Single strength A and B, 
first three brackets, 85 per cent dis- 
count; Double sirength A, 84 per 
cent discount; all double strength B, 
86 per cent discount. 

Ice Cream Freezers.—There has been 
a fair demand for ice cream freezers 
for immediate shipment, but the bulk 
of the orders, which are considerable, 
are for spring delivery. Prices remain 


unchanged. 
We quote from Cincinnati jobbers’ 
stocks: Peerless and Alaska, 1-qt., 
$2.95: 2-qt., $3.45; 3-qt., $4.10; 4-qt., 


$5.00; all less 25 per cent discount. 


Ice Skates.—Cold weather the past 
few days has brought out some inqui- 
ries for ice skates, and dealers have 
been selling some to the holiday trade. 
Prices are unchanged. 


Lanterns.—Lanterns are in fair de- 
mand, according to jobbers. Dealers’ 
stocks are moving fairly well. Prices 
are as last quoted. 

We quote from Cincinnati jobbers’ 
stocks: Monarch, $7.95 a doz.; D-Lite, 
$12.60 a doz.; Little Wizard. $9.75 a 
doz.; Wizard, $13.80 a doz.; Blizzard, 
$12.60 a doz.; Railroad No. 39, $15 a 
doz. ; 
Lawn Mowers.—Indications point to 

a shortage of lawn mowers again next 
season. The wise dealers have already 
placed orders for their quotas, and job- 
bers have commenced shipping on these, 
some of which were placed in Septem- 
ber. Prices are firm, and will not likely 
change before July 1. 


We quote from Cincinnati jobbers’ 


stocks: Cheap lawn mowers, 12-in., 
$4.79 each; 14-in., $4.95 each; 16-in., 
$5.20 each: medium bearing, 14-in., 
$7.50 each; 16-in., $7.75 each; better 
grade, ball bearing, 14-in., $8 each; 
16-in., $8.35 each; 18-in., $8.75 each; 
five-knife high wheel ball bearing, 


16-in., $11.25 each; 18-in., $11.75 each; 

20-in., $12.25 each. 

Nails.—Jobbers report that shipments 
from mills are showing some improve- 
ment, and are now better able than for 
some time to take care of the trade. 
The demand is good. Some mills are 
asking $2.75 for immediate shipment, 
and are getting it, but the mill price 
generally remains at $2.70. As far as 
has been learned no contracts for the 
first quarter have been made. The local 
price situation is strong. 

We quote from Cincinnati jobbers’ 
stocks: Wire nails, $3.20 per keg base: 
cement coated nails, $2.75 per keg 
base. 

Paints and Oils—Some manufactur- 
ers have made advances in prices effec- 
tive at once of 15 cents per gal. in 
paints and varnishes, but this has not 
become general. The year has been a 
good one, but is now rather quiet, and 
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will likely continue so until after in- 
ventory time. Linseed oil is in fair de- 
mand ‘at last week’s price. Turpentine 
has shown a considerable drop on the 
local market, being now quoted at $1.42 
against $1.65 two weeks ago. 

We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.60 per gal.; linseed oil, single 
barrels, 95c. per gal.; turpentine, 
single barrels, $1.42 per gal.; white 
and red lead, in 12% lb. kegs, 13%c 
per Ib. 

Roller Skates.—The demand for rol- 
ler skates has been very heavy and 
local jobbers’ stocks have been cleaned 
up. No further price changes have 
been made, but the indications point to 
another advance. 


Roofing Paper.—A local jobber re- 
ports the demand for roofing paper as 
being about the best, for this time of 
year, in his experience. Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: Standard, light, 95c. per sq.; 
medium, $1.20 per sq.; heavy, $1.50 
per sq.; Holdfast, light, $1.30 per sq.; 
medium, $1.55 per sq.; heavy, $1.85 
per sq.; slate surface roofing, 85-lb. 
quality, $1.95 per sq., both red and 
green, 


Screws.—There continues to be a fair 
demand for screws of all kinds, at 
prices unchanged from those included 
in the last report. 


We quote from Cincinnati jobbers’ 


stocks: Machine screws, 65 off; cap 
and set screws, 75 off; coach screws, 
50 and 5 off; wood screws, 80 and 20 
off. 


Shovels and Scoops.—Local jobbers 
have not yet put into effect the recent 
advance of $1 per doz. on shovels and 
scoops, and the indications are that it 
will not be effective for some little time 
at least. The demand is fair. 

Sleds.—Dealers report an active de- 
mand for sleds for the holiday trade. 
Stocks are in good shape, and prices 
are showing strength. 


Sash Cord.—Manufacturers of sash 
cord have announced a considerable in- 
crease in prices, but local jobbers have 
not made any changes as yet in their 


quotations. The demand is steady. 
We quote from Cincinnati jobbers’ 
stocks: Better grades, 67c. per Ib., 


cheaper grades, 40c Ib. 

Stove Pipe—Jobbers report numer- 
ous repeat orders for stove pipe, and 
with a cold winter,. dealers, who have 
bought rather sparingly, will have to 
come into the market to replenish their 
supplies. Prices are as last quoted. 

We quote from Cincinnati jobbers’ 

stocks: Unit Colored pipe, made up, 
6-in., 13c. per joint; 7-in., 14c. per 
joint; knockdown, pipe, 30-ga., 6-in., 
11¥%c. per joint; 7-in., 13%c.; 28 ga., 
6-in., 13%c. per joint; 7-in., 15%c. 
joint; packed in crates, 75c. extra; 
stove pipe elbows, No. 2A, 6-in., 
$1.25 per doz.; $1.75 per doz.; Lawco, 
6-in., $2.15 per doz.; 7-in., $2.75 per 
doz. 

Sheets.—There is a good demand for 
galvanized sheets. Mills are not in- 
clined to book orders for galvanized at 
present prices, and some of them are 
holding for 4.50 cents. Local jobbers’ 


per 


quotations are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed, 4c. per 
lb.; No. 28 black. 4.70c. per Ib.; No. 
28 galvanized, 5.75 per Ib. 


Wire Cloth.—Reports are in circula- 
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tion of low prices on wire cloth, $1.65 
having been named on black painted, 
but these are hard to confirm. There 
is a fair demand for spring shipment, 
and local jobbers have already booked 
a considerable quantity for this deliv- 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 

Minneapolis, Minn., Dec. 16. 

LS Ayeahaenegr jobbers report that 
business in general is fairly good, 

with the exceptions of orders for skates, 
silverware, sleds and Christmas goods. 
This is due to the fact that dealers are 
ordering as little as possible in order 
to keep inventories as low as they can 
for Jan. 1. 

Dealers catering to holiday trade are 
beginning to develop a nice volume of 
business. In some parts of the terri- 
tory where there have been heavy snows 
there is a good volume of business in 
sleds, skis, snow shovels, and traps. 

Radio supplies and equipment form 
one of the newest and liveliest depart- 
ments that can be put into a retail hard- 
ware store; from now until Christmas 
a tremendous volume of business will 
be done. On-entering any of the hard- 
ware stores with a radio department 
there are seen nearly as many people 
around the radio department as in the 
entire balance of the store. 

Due to the disparity of prices the 
farmer has not been able to liquidate, 
and country collections are very slow 
and unsatisfactory. 

Builders’ Hardware.—Despite it be- 
ing so late in the construction season, 
dealers find it very difficult to get sup- 
plies to meet the demand. There is 
considerable winter work in progress. 
I; is expected that stores with a build- 
ers’ hardware department will show 
that sales of the department for 1922 
were the largest ever known. The out- 
look for next year is also very promis- 
ing. 

Axes.—Sales are only of fair volume. 
Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 

Twin Cities: Medium grade, single 


bit, base weights, $13.80 per doz.; 
double bit, $18.30 per doz, 


Ash Sifters.—There is still a small 
demand for ash sifters, although it is 
gradually declining. Prices remain as 
last quoted. 

We quote from jobbers' stocks, 
f.o.b. Twin Cities: Square wood, $3.75 
per doz.; metallic round, $4 per doz.; 
wood, barrel, $12 per doz. 

Bale Ties.—There is only a very light 
demand at this time for bale ties. 
Prices are as follows: 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 70-10 per cent from lists. 
Bolts.—Sales of bolts from the aver- 

age retail store are of small volume, 
but such as sell the factory trade are 
doing a fairly good volume of business 
for so near the end of the year. Prices 
show no change. 
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ery. Prices generally are firm. 

We quote from Cincinnati jobbers’ 
stocks: Black painted wire cloth, 12- 
mesh, $1.80 per 100 sq. ft.; opal, $2.40 
per 100 sq. ft. 

Wheelbarrows. — The demand for 


wheelbarrows is quite insistent, and 


TWIN CITIES 


We stocks, 
carriage 


carriage 


jobbers’ 
Small 
large 


quote from 

f.o.b. Twin Cities: 
bolts, 45-5 per cent; 
bolts, 45 per cent; small machine 
bolts, 50-5 per cent; large machine 
bolts, 50 per cent; lag screws, 55 per 
cent, 

Brads.—In a strictly retail way the 
outlet is not large, but there is a fair 
demand from sash and door factories. 
Prices remain stationary. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Brads, in stand- 
ard packages, 75 per cent from list. 
Coal Hods.—The bulk of the demand 

is always early in the winter season, 
therefore, there is only a slight demand 
at this time. Prices are the same. 

We quote from local jobbers’ stocks, 
f.o.b. Twin Cities: Coal hods, 17-in., 
japanned, open, $3.60; 18-in., $4; 17- 
in., funneled, japanned, $4.50; 18-in., 
$4.95; 17-in., open, galvanized, $5; 18- 
in., $5.45; 17-in., funneled, galvanized, 
$6.20; 18-in., $6.80 per doz. 

Eaves Trough, Conductor Pipe and 
Elbows.—There is only a very small 
volume of business being done at this 
time, as the bulk of demand is in 
summer and fall during the construc- 
tion period. Prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28- 
gage, 5-in. lap joint, $5.25 per 100 ft.; 
conductor’ pipe, 38-in., corrugated, 
$5.40 per 100 ft.; 3-in. corrugated 
elbows, $1.64 per doz, 
Files—Demand for files is con- 

sidered of fair average volume. Stocks 
are ample and prices remain as last 
recorded, 

Galvanized Ware.—Sales are con- 
sidered fair for this season of the 
year, but the total sales are not large. 
Stocks are ample and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized tubs, 
No. 1, $6.10 per doz.; No. 2, $6.85; No. 

3, $8: heavy galvanized, No. 1, $12; 
No. 2, $13; No. 3, $15: standard 10-qt. 
galvanized pails, $2.25 per doz.; 12-at., 
$2.55; 14-qt., $2.70; standard 16-qt., 
stock pails, $4.25; 18-qt., $4.80; heavy 
stock pails, -16-qt., $6; 18-qt., $7.35. 
Glass and Putty.—The demand in a 
retail way has declined rapidly as win- 
ter sets in. Most of the retail sales 
are for repairs to windows or storm 
sash and the heavy sales are during 
the first two or three weeks of winter 
weather. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single strength 
glass, 82 per cent; double strength 
glass, 84 per cent from standard lists. 
Putty, $4.40 cwt. 


Lanterns.—There is no particular de- 
mand although there is an average 
amount of business. The bulk of the 
sales are earlier in the fall. Prices 
remain the same. 


We quote from. jobbers’ stocks, 
f.o.b. Twin Cities: Tubular long globe, 
$13 per doz.; tubular short globe, $13 
per doz.; tubular dash lanterns, $16.90 
per doz. 
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jobbers report it extremely difficult to 
keep any.in stock. One jobber has al- 
ready booked three carloads for spring 
delivery. Nothing further has devel- 
oped in the price situation, which, how- 
ever, continues very strong. 


Nails.—Sales of nails remain of fair 
volume, although below the earlier de- 
mand when construction was at its 
height. Prices are firm, 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Smooth wire nails, 
$3.75 per keg base; cement coated 
nails, $3.25 per keg base. 


Oil Heaters.—While there are still 
some sales from day to day, the bulk 
of the demand is over for this season. 
Sales of oil heaters are mostly for 
temporary heating early in the fall. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 20-5 per cent from 
standard lists. 

Registers.—As there is very little 
home construction work under way at 
present, the demand for registers is 
light. Prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. T'win Cities: Cast steel registers, 
30 per cent from standard lists. 
Rope.—Sales of rope are of rather 

small volume at the same prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope, 18%c. per lb. base; best grade 
sisal rope, 15%c. per Ib. base. 
Sandpaper.—While the sales in a 

strictly retail way are rather small, 
there is still a good demand from fur- 
niture and sash and door factories. 
Prices are unchanged. 

We quote from jobbers’ 
f.o.b. Twin Cities: Best grade, No. 1, 
per ream, $6.50; second grade, No. 1, 
per ream, $5.85; garnet, No. 1, per 
ream, $15. 

Sash Cord.—As the building season 
is drawing to a close the demand for 
sash cord is rather light. Prices re- 
main as last quoted. 

We 


stocks, 


jobbers’ stocks, 

f.o.b. Twin Cities: Best grade sash 

cord, 74c, per lb.; solid cotton, ordi- 

nary grades, 44c. per ib. 

Sash Weights.—Demand is only of 
small volume, although deliveries are 
being made on earlier orders. Prices 
remain as last recorded. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, $2.25 
per cwt. 

Screws.—As is the case with bolts, 
the strictly retail demand is not very 
heavy, but those who solicit business 
from factories and electricians are ob- 
taining a good volume of business. 
Prices have shown no change since 
last report. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80-5 per cent; round 
head blued, 75 per cent; flat head 
japanned, 70 per cent; flat head brass. 

75 per cent; round head brass, 70 per 

cent. 

Shearing and Clipping Machines.— 
There continues to be quite a satisfac- 
tory demand for clipping and shearing 
machines. Prices remain firm as last 
quoted. 


quote from 














December 21, 1922 


Steal™ Crowbers 4 ft, 1 10 Jb, 80¢ 
4 ft. 4 Ub. $1.15; 5 ft. 18 


Pinch Ta oF ft. 24 Ib. $1.60; 
2 ft. 784; 
selring-ikivaen— 
From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 02..35% 
Belting, Heavy, 16 o8...... 40% 
Beiting, Medium, 14% 02..40% 
Belting, Light, ae 50% 
Second quality, Sides...... 55% 
Second Quality, Shoulders. .60% 
Cut a Lacing, Strictly 
45% 





Leather Lacing Sides, per a 
ft. Raw Hide, No. 1 
side 17 sq. ft. and ae, are 


ater IF Gh Brecsccvcneces 45¢ 
Rubber— 
Compatticn (Low elrenhs 50&10% 
Standard oso -40&10% 
Best , = Riseatansdeetes 35% 
BLOCKS—Tackle— 
Common Wood.......+.... 45% 
PE ebnekatecs iannivees 45% 
Bolts— 


Oarriage, Machine, &c.— 
Common Carriage (cut thread): 
% # 6, and smaller... .60&5% 


Common Carriage (rolled 
thread): 
#6, and smaller... .30-10% 
<arger or Longer..... +30-10% 
Philo. Eagle, $3.00 list....60% 
Bolt Ends, H. P. Nuts..... 40% 


Machine ‘(cut thread): 
#4, and smaller... .40-10% 
ger or Longer...... 40-10% 
DRESSING—Belt— 
Liquid in gal. cans, gal. .$3.00 
SSRs. Dxe DRILL 
Te, Be Oi vccciscass 60% 


fist, Taper and 
Straight— 


Brace Drie for Wood..... 50% 
GMERY—Tarkish— 

Out of market at present tims. 
PE Is as ehr ei adeons 10¢ 





HAMMERS AND 


SLEDGES— 
Hammers ....05000+5 «++ -60-5% 
SlAdBES ccccccccccessce 60-10-5% 
OILERS— 
on Copper Plated...... 70-5% 
hace, Brass and Copper. .10% 
Railroad, coppered ....... 50-5 
Chace, Zinc Plated....... P< 5% 
Roilroad, brass ....-.--- 20&5 % 
PICKS AND MATTOCKS— 
Railroad ........ cccesce S05 % 


Contractor's Pichs 
40% Discount 
ROPE— 
Easterw Retail Trade. Per Ib. 
Manila, % in. diam. and larger: 
Highest Grade. .18%¢ Ib. base 
Second Grade..... 16¢ Jb. base 
Hardware Grade 
Sisal, % in. diam. and larger: 
Highest Grade ........-. 23¢ 
Second Grade .... .20¢ 
Sisal, Hay, Hide and Bale ‘Roses, 
Medium and Coarse: 
First Quality, 23%4¢; second 


RTO re 20%e 
Sisal, ‘arred, Medium Lath 
arns 
Faret Qnalldy .ccevceovcece 23¢ 
Eirst 9 QUOD coccccctcs 20¢ 
Cotton Rope: 
Best 5/16-in. and ‘arger, 
50¢ to 60¢ 
Medium, 6/16-in. and larger, 
47 @48e¢ 
Third Gr., 5/16-in. and 
LOPOOP wcccecccses 45 @ 46¢ 
Jute: 


No. 1, %-in. ond up.....23¢ 
No. 2, %-in. and up....19%e 


Awe AND FRAMES— 


ack— 

Saw Blades: 

oS OS eer $4.20 
¢ ae ee 4.50 
RRS pee 4.79 
i ee ee See 5.39 
MP Md 6ékvseekeweccese . 5.99 
11 in... 6.78 
Be Mee «Kind baee ven eg es 7.15 
14 im. ‘ 15.38 
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Mill and Hardware Supplies Prices— December 18, 1922 


Saw Frames— 


Iron, per dos..... egeeneud $3.10 
Steel, adj., 8 to 12 im., per oe. 


Steel, adj., steel hdle., per doz.,. 
$3.50 


Ster H. S. Frame...... + $18.12 
Adj, Pistol-Grip, per dos. .$18.12 
SCREWS— 


Conch, Lag and Jack— 
Coach, Gimlet Point... ..40-10% 


Jack Screws— 
Standerd List..... neendanes 45% 
Machine— 

Cut Thread Iron, 
Flat Head or Round Head 
50&10% 
Fillister or Oval Round Head. 
50&10% 
Fillister or Oval Head. erga 
Rolled Thread Iron, F. 
eS een 70. 3% 
Fillister or Oval Head. .80% 
Rolled Thread Brass: 


F. H. of R. H -5% 
Fillister ¢ or Oval Head 60% 
Set and Cap— 


Flat Head, Irom........++. 75% 
-” (Seee) net advance over 
oceeenteeanbeevenee 25% 
Sq "Fd. Ge wn tésceccnsun 75% 
et, Beek. Gakcccccovcesse ia 
%” and smaller......... 

”" and larger... “Sohi0RS 
Filiister Head Cap. Wesesees 45% 
Wood 
Flat Head Iron..... 7734-5-20-5% 
Round Head, Iron...75-5-20-5% 
Flat Head, Brass..... 72%4-5-20-5 
Round Head Brass..70-5 & 20-5% 
Flat Head, Bronze...... 671%4-5% 
Round Head, Bronse..... 65-5 % 


STOCKS, DIES AND 
TAPS— 


SAS vecevssccescocceces 33% % 
Hand Pat % to K. wea 767 


eee eee eee eee eee 


M.S. Mer Taps, No. 2 to 
pm hs ragess nanos 50-10-5% 
aper Taps, larger 

40-2-4% 
W ASHERS—Cast— 
Over %-inch, barrel lots, per 
100 Jb. 6.25 
Irom and Steel 


Size Bolt... w % 
Washers $10.25 9.25 7.75 





% +71 

7.50 7.40 
WRENCHES— 
Agricultural ........ . -50-5% 
Alligator or Crocodil «50% 
Drop Forged S..... -.- 40% 
Stillsow pattern.......... 60&5 % 
Genuine Walworth aaa 

6 
METALS— 
Tin— 

Sevattn, pig 


Lake Ingot ... 





Electrolytic 
Casting ...... ee e 
Spelter and Sheet Zinec— 
Western spelter ........ 6%@7¢ 
Sheet Zinc, No, 9 base, cast 
9¢ open 9%¢ 
Lead— 
American Pig, Per Ib.. ah $F 4 
Bar, Per Ib........++. a@iue 
Larger or Longer....30-10% 
Solder— 
2 7 % guaranteed.......... 25¢ 
WEUTTTTTTTT TTT Tire 21%¢ 
Reaned eccccctccocccccorces 18¢ 


Prices on solder indicated by 
private brand vary according te 
composition. 

Babbitt Metal— 

Best grade, per Ib...........- 15¢ 
Commercial grade, per ib.....35¢ 
Antimony— 

Asiatic, per Ib....... 6% @6ue 
Aluminum— 

No. 1 Aluminum (guaranteed over 

99 per cent pure), in ingots for 

remelting, per Ib...... 256@27¢ 











We quote from jobbers’ 
f.o.b. Twin Cities: Stewart No. 
bearing clipping machine, $10.75; No. 
360 top plate, $1; No. %61 bottom 
Plate, $1.50; dealer’s discount, 
cent. Stewart electric clipping ma- 
chine, all standard voltages, hanging 
type, $80, f.o.b. Chicago; 
type, $85, f.o.b. Chicago; dealer’s dis- 


count, 25 per cent. 


Sidewalk Scrapers.—As some snow 
and sleet has now fallen in this terri- 
tory demand for sidewalk scrapers is 
show no 


now developing. Prices 


change. 


We quote from _ jobbers’ 
f.o.b. Twin Cities: Medium grade steel 


scrapers, $4.25 per doz. 


Snow Shovels.—As there have been 


stocks, 


pedestal f.0.b 


1 ball 


sheets, $6 per 


sheets, $5 per cwt. 

Steel Traps.—The demand for steel 
traps is now beginning and a very 
satisfactory volume of business is de- 


heavy snow falls in some parts of this doz. 


territory a good volume of retail busi- 
ness is developing. Jobbers’ and re- 
tailers’ stocks are ample and prices 


show no change. 


We quote from jobbers’ 
f.o.b. Twin Cities: Straight handle, 
wood blade, $4.85 per doz.; 
handle, steel blade, $5.25 per 
D handle, 


galvanized steel blade, 
$10.75 per doz. 


Solder.—Colder weather conditions 
have made an increasing demand for guge, 6 in, KD, 
solder, especially from garages and 
radiator repair shops. Prices remain 


as last quoted. 


We quote from jobbers’ 
f.o.b. Twin Cities: sungneteed half 


and half solder, 27c. per 1 


stocks, 


straight 


doz.; 


$17.35 per doz.; 


doz.; stove pipe, uniform blued, 28- 

$12.50 per 100 market. 
lengths; 6 in. common iron corrugated We 
elbows, $1.26 per doz.: 6 in. adjust- f.o.b. 
able charcoal iron, $1.86 per doz.; painted 


dampers, cast iron, wood or coil han- 


Steel Sheets.—This item continues to 
be a rather slow mover as far as retail 
demand is concerned, 


. Twin Cities: 28-gage galvanized 


f.o.b. Twin Cities: Victor No. 0, $1.53; 
No. 1, $1.83; No. 
$3.60; Newhouse, 
$2.20; No. 1%, $3.17; 


1%, $2.75; No. 2, 
No. 0, $1.89; No. 1, 
No. 2, $4.88 per 


Stove Goods.—The bulk of the de- 
mand for such stove goods as are listed f.0.b. 
is earlier in the fall, although there 
continues to be a fair amount of pick- 
up business throughout the winter. 


Prices remain stationary. 

We quote from jobbers’ stocks, 
f.9.b. I'win Cities: Stove boards, crys- 
tallized, 28 x 28, $15 per doz.; 30x 30, 





28-gage black 





Tin Plate—Market on tin plate is 
rather quiet. 
Prices have and prices are firm. 


Jobbers’ stocks are fair 


25 per P 
ra shown no change for some time. We quote from jcbbers’ stocks. 
' F f.o.b. Twin Cities: Furnace coke, ICL, 

We quote from jobbers’ stocks, 20 x 28, $13; roofing tin, IC, 20 x 28, 


8-lb. coating, $12.75. 


Weatherstrip— Demand for weather- 


rows. 
We 


Ne 


dle, $1.58 per doz.; stove shovels, 15 wire, 
stocks, in., japanned, 60c. per doz.; 21% in., $3.82; 
Jumbo, japanned, 
r., 85¢e. per doz. 


$1.40; 14 in. Jumbo, 


$6. 35 each; 


strip is of good volume, as is customary 
with the first real cold weather. Prices 
remain as last quoted. 


veloping. Prices have not changed We quote from Jobb« rs’ stax ks. 

= f.o.b. Twin ities: Wood and fe't 

since the last report. weatherstrips, 5 -in.. and %-in., $1.85 
stocks, We quote from jobbers’ stocks, per 100 ft.; 1-in., $2.60 per 100 ft 


Wheelbarrows.—Demand for wheel- 
barrows is only of fair volume, con- 
sisting mostly of steel tray coal bar- 
Prices remain unchanged. 


quote from jobbers’ stocks, 
Twin Cities: 
wood stave 


Wheelbarrows, 
fully bolted, $36 per doz.; 


tubular steel ‘wheelbarrow, 


No. 1 garden, $5.60 each. 


Wire.—In the larger cities there is 
some call for fabricated wire for con- 
crete construction work and for smooth 
black wire for ties; aside from this 
x 36, $24.02 per there is very little activity to the 
Prices remain as last quoted. 
quote from jobbers’ stocks, 
Twin Cities: 

cattle, 80-rod spools, $3.29; 
galvanized cattle, $3.56; painted hog 


Barbed wire, 


galvanized hog _ wire, 


smooth black annealed No. 9, 
$3.50 per cwt.; smooth galvanized an- 


nealed No. 9, $4 per cwt. 
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Coming Hardware Conventions 


WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Kansas 
City, Jan. 16, 17, 18, 19, 1923. H. J. Hodge, 
secretary, Abilene, Kan. 


SoutH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION,’ Coli- 
seum, Jan. 16, 17, 18, 19, 1923. H. O. Rob- 
erts, secretary, 1120 Metropolitan Life 
Building, Minneapolis, Minn. 

TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 23, 24, 25, 
1923. A. M. Cox, secretary, 822 Dallas 
County Bank Building, Dallas, Tex. 


MouNTAIN STATES HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Denver City Auditorium, Denver, 
Col., Jan. 23, 24, 25, 1923. W. W. McAllis- 
ter, secretary-treasurer, Boulder, Col. 

KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, 
Jefferson County Armory, Louisville, Jan. 
23, 24, 25, 26, 1923. J. M. Stone, secretary, 
202 Republic Building, Louisville. 

WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Huntington, 
Jan. 30, 31, Feb. 1, 1928. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 

INDIANA RETAIL HARDWARE ASSOCIATION, 
INc., CONVENTION AND EXHIBITION, Indian- 
apolis, Jan. 30, Feb. 1, 2, 1923. G. F. 
Sheely, secretary, Argos, Ind. 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, The Auditorium, 
Oklahoma City, Okla., Jan. 31, Feb. 1, 1923. 
W. A. Clark, secretary-treasurer, 209% 
West Main Street, Oklahoma City. 

IDAHO RETAIL HARDWARE AND IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Boise, 
Jan. 31, Feb. 1, 2, 1923. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Norfolk, Feb. 7, 8, 9, 1923. 
Thomas B. Howell, secretary, Richmund. 

NEBRASKA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Omaha, Feb. 
6, 7, 8, 9, 1923. Headquarters, Rome Hotel. 
Exhibition at Auditorium, George H. Dietz, 
secretary, Little Building, Lincoln, 

MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rapids, 
Feb. 6, 7, 8, 9, 1928. Karl S. Judson, ex- 


hibit manager, 248 Morris Avenue, Grand 
Rapids; A. J. Scott, secretary, Marine City. 

Paciric NORTHWEST HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Spo- 
kane, Feb. 7, 8, 9, 1923. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

WISCONSIN RETAIL HARDWARRB ASSOCIA- 
TION, Milwaukee Auditorium, Feb. 7, 8, 9, 
1923. George W. Kornley, manager of ex- 
hibits, 1476 Green Bay Avenue, Milwaukee. 
P. J. Jacobs, secretary-treasurer, Stevens 
Point. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, INC., CONVENTION 
AND EXHIBITION, Philadelphia Commercial 
Museum, Feb. 12, 18, 14, 15, 16, 1923. 
Sharon E. Jones, secretary, 1314 Fulton 
Building, Pittsburgh. 

OHIO HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Cleveland, Feb. 13, 
14, 15, 16, 1928. Exhibition in the new 
Municipal Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 18, 14, 15, 1923. L. D. 
Nish, secretary-treasurer, Elgin, Ill. 

Iowa RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 13, 14, 15, 16, 1923. A. R. Sale, secre- 
tary, Mason City. 

OREGON RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVENTION, 
Portland, Feb. 14, 15, 16, 1923. E. E. 
Lucas, secretary, Hutton Building, Spokane, 
Wash. 

NortTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Grand 
Forks, Feb. 14, 15, 16, 1923. C. N. Barnes, 
secretary, Grand Forks. 

CALIFORNIA RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Palace 
Hotel, San Francisco, Feb. 19, 20, 21, 1923. 
Le Roy Smith, secretary, 112 Market Street, 
San Francisco. 

MISSOURI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBIBION, Planters 
Hotel, St. Louis, Feb. 20, 21, 22, 1923. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 

NEW YORK STATE RETAIL 
ASSOCIATION CONVENTION AND 


HARDWARB 
EXPOSITION, 


Rochester, Feb. 20, 21, 22, 23, 1923. Head- 
quarters, Powers Hotel, Sessions and Ex- 
positions at Exposition Park. John B. 
Foley, secretary, City Bank Building, Syra- 
cuse, N. Y. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Duluth, Feb. 20, 21, 22, 
23, 1923. H. O. Roberts, secretary, 1120 
Metropolitan Life Building, Minneapolis. 

NEW ENGLAND HARDWARE DBALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 21, 
22, 23, 1923. George A. Fiel, secretary, 10 
High Street, Boston. 

SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Fullerton, Feb. 
27, 28, 1923. H. L. Boyd, secretary, San 
Fernando Building, Los Angeles. 

CONNECTICUT HARDWARE ASSOCIATION 
CONVENTION, Bristol, Feb. 15, 16, 1923. 
H. S. Hitchcock, secretary, Woodbury. 

AMERICAN HARDWARE MANUFACTURERS’ 
ASSOCIATION CONVENTION, Jacksonville, Fla., 
April 24, 25, 26, 27, 1928. Headquarters, 
Windsor Hotel. F. D. Mitchell, secretary- 
treasurer, 1819 Broadway, New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIA- 
TION, Jacksonville, Fla., April 24, 25, 26, 27, 
1923. Headquarters, Windsor Hotel. John 
Donnan, secretary-treasurer, Richmond, Va. 

HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION, Columbia, S. C., May 8, 9, 10, 
11, 1923. T. W. Dixon, secretary-treasurer, 
Charlotte, N. C. 

ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, May, 1923. (Place to be 
announced later.) L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little 
Rock, 

NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, Richmond, Va., June, 1923. 
Herbert P. Sheets, secretary-treasurer, 
Argos, Ind. 

SOUTHEASTERN RETAIL HsARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, COV- 
ering Tennessee, Alabama, Georgia and 
Florida. Atlanta, Ga., May 15, 16, 17, 18, 
1923. Walter Harlan, secretary-treasurer, 
701 Grand Theater Building, Atlanta, Ga. 

MISSISSIPPI RETAIL HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION. (Date 
and place to be announced later.) H. S. 
Chilton, secretary-treasurer, Starkville. 
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embracing a recommendation that a 
limit of 12% per cent be placed upon 
deductible losses as well as upon gains 
in capital assets. Under existing law 
if securities held by a corporation or 
individual are sold at a profit no part 
of that profit in excess of 12% per 
cent on the original cost is liable to 
taxation as income. 

On the other hand, the owner of the 
securities may. deduct from his income 
the entire amount of a loss, even if it 
should reach 100 per cent of the origi- 
nal investment. A similar provision 
applies to real estate and other prop- 
erty. 


Taxpayer Given Advantage 


The effect of these provisions, Secre- 
tary Mellon points out, is to give the 
taxpayer a great advantage in that his 
taxable gain is limited to 12% per cent 
while his deductible loss may amount 
to 100 per cent. In the Secretary’s 
opinion the limitation upon both gains 
and losses should be the same and he 
suggests that the figure be placed at 
12% per cent. 

Some consideration was given to this 
matter when the Act of November 25, 
1921, was under consideration and the 
object of the Congressional leaders in 
placing a 12% per cent limitation upon 
taxable profits was to put an end to a 
condition under which business men 
in all lines, and especially men of large 
fortunes, were refusing to sell real 
estate, securities and other property 
because of their unwillingness to in- 
cur a heavy tax liability on account of 
the profits that would be registered. 
In many cases, especially in real estate 
transactions, these profits had accrued 
over a long series of years during 
which the property had been held; 
hence it appeared to Congress to be a 
hardship to require payment in a single 
year of the income tax on such gains 
figured at the high rates of the pres- 
ent law. Whatever amendment may be 
made pursuant to Secretary Mellon’s 
suggestion it is believed that the inter- 
est of the taxpayers will be kept in 
mind and that the readjustment, if any 
is made, will be on a distinctly con- 
servative basis. 


Would Equalize Gains and Losses 


Secretary Mellon also proposes the 
repeal of the provision of the Act of 
November 25, 1921, which permits an 
exchange of property of like kind to 
be made without the accrual of a tax- 
able gain. Under this provision a 
person holding a piece of real estate 
which originally cost $20,000 could ex- 
change it at any time for another piece 
and, although the newly acquired prop- 
erty might be of much higher value, 
no liability to pay tax on the increased 
valuation would accrue. Of course, if 
the owner of the newly acquired prop- 
erty should sell same for cash he would 
then be liable for a taxable gain equal 


HARDWARE AGE 


to the difference between the purchase 
price of the original property and the 
price at which the newly acquired prop- 
erty was sold. 

In the case of securities the same 
principle applies. As pointed out by 
the Secretary, the present law permits 
the holder of a bond for which he paid 
$1,000, but which has appreciated $100, 
to exchange it without incurring tax 
liability for another bond the market 
price of which is $1,100. The new law 
has even been construed to permit the 
holder of a bond costing $1,000, the 
market value of which has increased to 
$1,100 to exchange same for another 
bond worth $1,000 and $100 in cash 
without incurring tax liability for the 
gain although it was received in the 
form of cash. 


Meant to Stimulate Business 


This provision of the present law, 
like that relating to the 12% per cent 
limitation on taxable profits, was in- 
corporated for the purpose of stimulat- 
ing business and to prevent the im- 
pounding of securities for long periods 
when the public interest required they 
should be readily exchangeable. 

As an alternative for these sug- 
gested amendments Secretary Mellon 
recommends the enactment of a meas- 
ure of a very sweeping character. This 
is no less than a provision declaring 
that neither capital gain nor capital 
loss shall be recognized for income tax 
purposes. 

For many years the English laws 
have contained such a provision and 
it is said to work very well. It would 
unquestionably stimulate transfers of 
property of all kinds. 

The Congressional leaders who have 
given the matter the most thought are 
disposed to believe that if such a pro- 
vision should be adopted its effective 
date should be postponed for two or 
three years. This would enable prop- 
erty owners to adjust themselves to 
the new conditions in advance of the 
effective date of the change. 


Urging Tariff Changes 


Some interesting questions have re- 
cently been brought to the attention 
of the United States Tariff Commission 
under the provisions of the Fordney- 
McCumber Act. Several new applica- 
tions have been filed requesting the 
President to invoke the provisions of 
the flexible tariff to increase by 50 per 
cent the duties on certain products. In 
one case, that involving the duty on 
tobacco of the so-called Turkish type, 
grown in California, it is understood 
that one of the senators from that 
State has become actively interested 
and is endeavoring to assist his con- 
stituents in bringing the matter 
forcibly to the attention of the com- 
mission. 

It is understood that approximately 
100 applications covering merchandise 
of many different kinds have been 
made to the commission for changes in 
the rates of the Fordney-McCumber 
Act. In a majority of these petitions 
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the request is for higher duties, but in 
a considerable number the petitioners 
are asking a 50 per cent reduction in 
the schedules of the present law. In 
certain cases increases are requested for 
the purpose of meeting the discrimi- 
nations of foreign customs duties or 
regulations. 

Certain of the executive departments 
are making a study of the new law to 
ascertain whether general merchandise 
intended for the use of the Federal 
Government can be imported without 
payment of duty. At first blush it 
would seem to make little difference 
whether or not the Government takes 
money out of one pocket and puts it in 
the other, but American manufacturers 
point out that a very important prin- 
ciple is involved. 


Uncle Sam Would Economize 


The object of the Government in 
endeavoring to import merchandise 
free of duty is to make its current ap- 
propriations go as far as possible. On 
the other hand, if a Federal depart- 
ment can supply its requirements with 
duty-free foreign merchandise Ameri- 
can manufacturers of similar goods 
will lose the business. 

There would, therefore, seem to be 
the same reason for requiring Uncle 
Sam to pay duty as applies in the case 
of a private citizen. 

Two of the Government departments 
are said to have taken up with the 
customs officials the question as to 
whether scientific and surgical instru- 
ments can be imported free of duty. 
The departments have limited appro- 
priations and therefore are disposed to 
grudge any payments for customs 
duties. 

A sharp protest against the course 
of these departments is made in a 
current issue of the organ of the Amer- 
ican Protective Tariff League. 

“Scientific and surgical instruments 
of all kinds,” says this publication, “are 
made in the United States and it was 
the main purpose of the Tariff Act now 
in force to induce purchasers to buy 
at home rather than abroad. It comes 
with mighty poor grace for a depart- 
ment of the Government itself to seek 
to set aside the avowed policy of such 
Government. 


Works Both Ways 


“The plea that the tariff duties paid 
could be used in some other way will 
apply as well to private individuals, 
firms and corporations. In fact, they 
have even more reason to object to the 
payment of duties which come out of 
their own pockets than have Govern- 
ment officers who pay the Government 
with Government funds. 

“So long as any department of the 
Government imports foreign, dutiable 
merchandise of whatever character, so 
long it will have to pay duty thereon 
out of the Government’s own money. 
The domestic producers are as much 
entitled to protection against foreign 
competition on goods imported by the 
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Government as they are on goods im- 
ported by private parties.” 

Whether this is a sound argument 
or not it would seem to be reasonable 
to expect the Government to set a good 
example to the citizen by refraining 
from seeking to evade a customs law 
enacted by the same political party in 
Congress that is now administering the 
customs houses of the country. 


Battle Royal on Subsidy Bill 


What promises to be indeed a battle 
royal was begun last Monday in the 
Senate upon the administration’s ship 
subsidy bill. With forty-eight votes— 
a sufficient number to pass the bill— 
claimed for the measure at the outset, 
the early debate on the bill amply 
demonstrated the accuracy of the pre- 
diction I made in this correspondence 
several weeks ago that the passage of 
the measure will depend, not upon the 
number of votes that can be obtained 
for it but, rather upon the question 
as to whether its opponents will resort 
to filibustering tactics. 

If a filibuster is seriously under- 
taken the bill can be defeated and that 
without any evidence upon which to 
answer the interesting inquiry, Who 
killed Cock Robin? With a short 
session of Congress so little time wil! 
be available for consecutive debate up- 
on the subsidy bill that a filibuster can 
be so unobtrusively conducted as to 
furnish no grounds for the charge of 
employing dilatory tactics. 

Yet to an old-timer the proceedings 
during the first day’s debate on the 
bill supplied all the proof necessary 
that a filibuster is afoot, although how 
far it will be carried cannot now be 
foreshadowed. The Democrats began 
it but the Republican progressives are 
expected to co-operate later in the pro- 
ceedings. 


Robinson Starts Assault 


Senator Robinson of Arkansas, who 
has been looked upon as one of the 
chief opponents of the measure found 
an early opportunity for launching an 
attack upon it. He declared that it 
ought to go over until the long session 
of the next Congress and announced 
that he would fight any attempt to 
drive the measure through before 
March 4. 


“Hardware Johnson” with Chas. J. 
Smith 

C. A. Johnson, better known to the 
hardware trade through New Jersey and 
Staten Island as “Hardware Johnson,” 
will cover that district for Chas. J. 
Smith & Co., 130 Worth Street, New 
York. He is well known through both 
of these sections, as he has covered 
them for the past twenty-one years, 
representing the Masback Hardware 
Co., New York. Mr. Johnson started 
in the hardware business thirty years 
ago with J. P. Landrine, Jersey City, 
N. J. About five years later he went 
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Later in the day Senator Jones of 
Washington, chairman of the Com- 
merce committee and the manager of 
the subsidy bill, sought to gain a little 
time for the discussion of the measure 
by moving to take a recess from Mon- 
day evening to Tuesday morning, thus 
eliminating on Tuesday the usual 
“morning hour” devoted to miscel- 
laneous business. Senator Harrison 
of Mississippi promptly made a point 
of order against the recess which was 
sustained by the chair. Senator Har- 
rison smilingly stated that he had no 
intention of delaying consideration of 
the bill but, of course, the effect of his 
objection was obvious to everybody in 
the chamber. 

The next break came a few minutes 
later when Senator Fletcher, ranking 
minority member of the Commerce 
committee, insisted on having the entire 
text of the subsidy bill read from the 
desk. The bill being very voluminous 
the reading consumed virtually all the 
afternoon, the elocutionary perform- 
ance of the reading clerks being con- 
ducted to empty seats. 


President Is in Earnest 


President Harding is as determined 
as ever that the subsidy bill shall pass 
at the present session and will use his 
influence to keep the measure before 
the Senate until disposed of. The 
members of the new Progressive Bloc, 
however, have organized a movement 
for the substitution of the rural credits 
bill, which has just been completed by 
the Senate committee on banking and 
currency. The Progressive Bloc claims 
to control fifty votes that will be cast 
at the psychological moment for sub- 
stituting the rural credits bill for the 
shipping bill. 

A big factor in the contingent mo- 
bilized by the Progressive Bloc in favor 
of the rural credits bill is the Farm 
Bloc which was organized earlier in the 
present Congress. The representatives 
of the farmers in the Senate have all 
along been lukewarm in their support 
of the ship subsidy bill, notwithstand- 
ing the fact that one of the strongest 
arguments in favor of that measure 
is the great service that would be 
rendered to the agricultural com- 
munity by. the establishment of an 
American merchant navy capable of 
distributing our surplus of agricul- 





with Montgomery Co., New York. A 
year later he joined the inside sales staff 
of the Masback Hardware Co. Four 
years later this firm sent him out to 
cover the Jersey-Staten Island terri- 
tory. Mr. Johnson is an active member 
of the Hardware Boosters of New York. 


Arey & Blount Electric Co. 
Organized 


William H. Blount, formerly super- 
intendent, Sleeper & Hartley, Inc., Wor- 
cester, Mass., and Ralph G. Arey have 
organized the Arey & Blount Electric 
Co. to manufacture electric flashers. 
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tural products to the four corners of 
the globe. 


Union Labor Against Bill 


But if the opposition of the farmer 
senators is short-sighted, what shall be 
said of the twelve labor unions whose 
arguments in opposition to the shipping 
bill were made public during the past 
week by the American Federation of 
Labor? The spokesman for the unions 
declared that the views presented were 
representative of a much larger num- 
ber of unions given to Samuel Gompers, 
president of the Federation, “indicating 
a thorough understanding of the meas- 
ure and a genuine apprehension of evil 
results in the event of its enactment 
into law.” 

George W. Perkins, president of the 
Cigar Makers International Union, 
asserted that the Government-aid plan 
incorporated in the bill is “economical- 
ly and financially unsound and perni- 
ciously vicious.” E. William Weeks, 
secretary and treasurer of the Brother- 
hood of Railway Carmen said the “very 
anxiety shown in forcing the bill 
through is evidence that something is 
contemplated at variance with the 
wishes of the people.” Daniel J. Tobin, 
representing the Teamsters and 
Chauffeurs unions asserted that “in 
many instances business men as well 
as workers called it a steal.” 


Opposing Arguments Are Time-Worn 


The fact is that the rank and file of 
the unions’ represented in _ this 
symposium haven’t the slightest con- 
ception of the character of the shipping 
bill. Their representatives have raked 
together a few time-worn arguments 
employed years ago in opposition to 
other subsidy bills but which have little 
or no application to the pending meas- 
ure. 

If any portion of the American 
people have a more vital stake in the 
enactment of the pending bill than 
the farmers it is the manual workers 
of the country whose surplus output 
must be sold abroad in order to main- 
tain the domestic price. 

Do these horny-handed sons of toil 
who are blindly fighting the shipping 
bill really desire to starve their broth- 
ers who are to-day making a precarious 
living in the shipbuilding industry be- 
cause of the stagnation which the 
pending measure is designed to relieve? 


The company’s capitalization consists 
of 100 shares of no par value. 


Stambaugh-Thompson to Issue 
Stock 


The Stambaugh-Thompson Hardware 
Co., Youngstown, Ohio, will ask its 
stockholders to reorganize Dec. 27, by 
voting an issue of 10,000 shares of no 
par value common stock. At present 
there are outstanding 2500 shares of 
$100 par. The no par will be given in 
exchange on the basis of four to one. 
emg will be no change in the preferred 
stock. 
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Tie the McKinney Booklet | 
to Your Counter 


McKINNEY BOOKLET tied to your counter 
connects your store with this national message 
of garage door construction that solves the winter- 
time problem of easy entrance. Before the first 
snow flies there should be many garage doors in 
your neighborhood hanging on McKinney Com- 
plete Garage Hardware Sets. 











ey Butt 













You can give some valuable help to any cus- 
tomer who is planning a garage entrance by 
showing him this booklet, “McKinney Complete 
Garage Sets.” He will find a sliding-folding or 
around-the-corner door arrangement that meets 
his problem of space allowance and entrance width. 








a | He will see illustrated every piece of hardware 
needed to hang the door he selects. And he will see 
simple working plans for its erection. McKinney 
Garage Sets are sold as package goods. Each set 

























Winter Weather Cannot is packed complete, ready for use. You save time 
cada mu ee Entrance on every garage hardware sale if the McKinney 
Were ae easing. doit Sets are on your shelves. You sell good hardware 
uo hehe occnet hed —the McKinney standard of manufacture. 
Geta St in pad ny riage Write to-day for this booklet. Now is the time 
aun eabied | Wie de hp op le inti _ to make a quick and profitable turnover on garage 
Rae eee eee gee hardware. Get McKinrey Complete Hardware 
settee cenere aerate ogy tet x aghe . Sets from your jobber. 






McKINNEY MANUFACTURING CO., 


Western Office, Wrigley Bldg., Chicago Export Representation 


Pittsburgh 








rie ¢ ele de ACTURING CO... P rst " 


. : } facturers of hinges and 
Mc KINN I y This is one of the advertisements 1lso manufac 0) = 
Ci butts, door hangers and track, door 


which has made McKinney prod- 















Hinges and Butts ucts nationally known and re- bolts and latches, shelf brackets, 

spected. It appears in the window and screen hardware, 

and Hardware October 14th issue of the cabinet hardware, steel door mats 
Saturday Evening Post. 





sedeal coal a and wrought specialties. 
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Complete Garage Door Sets 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 

















Display Stand for Millers Falls 
Drills 


The Millers Falls Co., Millers Falls, Mass., 
is offering to the retail hardware trade a 
new drill display. The display holds one 
No. 12 breast drill, and one each of the 
company’s No. 2 and No. 5 hand drills, 
and is supplied free with four No. 12 breast, 
four No. 2 and four No. 5 hand drills. In 
addition, the company furnishes the mer- 
chant with 100 leaflets on “A Guide to Good 
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+. 
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Drills,” which are prepared with a view of 
promoting sales. Specifications of the dis- 
play follow: Height, 26% in.; width, 15% 
in.; depth, 8 in.; base, metal, rubber tipped, 
with three compartments for literature. The 
frame is of wood. The drills used in con- 
nection with this display weigh thirteen 
pounds. 


New Miller Lock Acsortments 

Three new Heavy Duty Panel Padlock 
Assortments, known as Nos. 960, 961 and 
962, have recently been placed on the 
market by the Miller Lock Co., Philadel- 
phia, Pa. The display panels are of steel 
to which the padlocks are securely fastened 
so as to enable the customer to inspect 
them easily. Assortment No. 960 consists 
one-half dozen each Nos. 850, 617, 21, 1, 
700, 217, 573GXQD, 110, 802G, 650, 450, 5441, 
1XC, 7121 and 039X2. Entire stock includes 
2% dozen assorted locks and Steel Panel 
21 in. x 9% in. Assortment No. 961 con- 
sists of one-quarter dozen each of the above 
mentioned locks. Entire stock includes 3% 
doz. assorted locks and Steél Panel 21 in. 
x9% in. Assortment No. 962 consists of 
one-half dozen each of the above listed 
locks. Entire stock includes 7% doz. locks 
and Steel Panel 21 in.x9% in. These 
three assortments are designed to supply 
a well balanced stock of heavy duty locks 
combined with a convenient and efficient 
display feature. The 15 numbers include 
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the company’s largest and most substantial 
locks, eight of them being equipped with 
the “Secure Lever” mechanism. These locks 
are designed for purposes where ordinary 














padlocks would be inadequate ; for example: 
mills, mines, on wells, railroad and general 
heavy duty service. 


Addition to Otter Springs Assort- 
ments 


The Otter Mfg. Co., Inc., 243-245 West 
Seventeenth Street, New York, N. Y., manu- 
facturers of coil springs assortménts, has 
recently added an assortment of Extra Fine 
Springs, known as Assortment No. 8, to its 
line. The new assortment, which consists 
of 100 extension and compression springs, 
contains a very wide variety of rare and 
useful springs. These springs are claimed 
by the manufacturers to have been made 
of the finest procurable music wire and 
that they can be used for delicate adjust- 

















ment work. There is a variety of about 
60 different kinds to each box. Dimensions 
range from }; in. to % in. in length and 
from ys in. to $s in. in diameter with gages 
from 25 to 33. The assortment is packed 
in a neat wooden box, and is designed to 
supplement the company’s Assortments: No. 


50, 100 and 250, which consist of medium 
and light springs. The three assortments, 
medium, light and extra fine, provide 
springs, ranging in length from jf in. to 
8 in., with diameters, 7; in. to 1 in. and 
gages, 8 to 33. 


Lufkin Steel Tape Assortment 


Assortment No. 6, recently placed on the 
market by The Lufkin Rule Co., Saginaw, 
Mich., consists of a small but well assorted 
stock of Lufkin Steel Tapes. The display 
features four tapes, one 50 ft. “Challenge,” 














one 50 ft. “Rival” and one each 25 and 
50 ft. “Banner.” The “Challenge” is a 
steel tape in a leather case; tke ‘Rival’ 
a metal case and is especially suitable for 
rough service The “Banner,” also in an 
auto leather case, sells at a popular price. 
These tapes are displayed on metal tray, 
or panel, having dull black background, with 
lettering, etc., in white, red and gold. Be- 
low each tape is its name and number and 
place for inserting price. Schedule on back 
of tray enables the dealer at a glance to 
quote on other lengths than those displayed. 
The tray can be laid flat, also has metal 
easel, and being size 10% in.x12% in. 


Improved Radio Telephone Jacks 


A number of important features are 
claimed for the new Radio Telephone Jacks, 
recently placed on the market by the Broun 
Radio Co., 552 Seventh Avenue, New York, 
N. Y. In these new radio accessories, the 
inductance between leads is claimed by the 
manufacturers to have been practically 
eliminated due to the short wide apart 
springs. It is unnecessary to solder the 
wires to this jack as it is furnished with 
screw binding posts. The insulating sheet 
is made of Formica and will not absorb 
moisture. Another advantage claimed for 
these jacks is the fact that they only pro- 
ject % in. behind the panel, thus permit- 
ting a more compact set design. 
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Quastysleaves it's imprint 


Cheapness for cheapness’ sake has no place in the busi- 
ness policies of the Richards-Wilcox Manufacturing 
Company. Rather, this institution serves through giv- 
ing maximum quality at a fair price. 


More than sixty per cent of America’s hardware dealers and 
* thousands of lumber dealers carry R-W hardware. Practi- 

R-W cally every architect and builder in America is familiar with 
e 
Quality 


the R-W line. 
7 There are two outstanding reasons for this extraordinary 
Line popularity: one, the genuine merit of the merchandise, and 
two, the “four-square’’ business methods of its makers. 





“Slidetite” garage 

hardware. The Richards-Wilcox Manufacturing Company has developed 
Barn door hangers. | the R-W lines to the point where they are recognized as “the 
House door hangers.| standard by which all others are measured.” They have devel- 
AiR-Way Multifold | oped many original innovations which are widely imitated. 


window hardware. ' a ; : 
Door closers and| “4 trade mark identifies every item manufactured. These trade 


checks. marks protect the ultimate consumer from imitators, and con- 
Mounted grind-| Stitute a guarantee, by Richards-Wilcox, of entire satisfaction. 
stones. If you do not handle R-W hardware you are neglecting a 
“Ideal” elevator| profitable line. 
hardware. 


Automatic Fire Door 
hardware. 


OveR-Way comvey- AURORA, ILLINOIS,U.S.A. f 
ing equipment. Minneapolis poe wale rk Clevela ne , ve or you. 


Philadelphia Bost Louis In dia i 
RICHARDS- WILCOX CANADIAN. co. is 5% - 
nipeg LONDON, ONT. Montreal 





Our advertising 
is building 
Bigger Business 

















R-W- AiR-Way multifold win- a RES R-W “Slidetite” is the “ last 
dow hardware is brightening thous- pe, Is ree a word” in sliding-folding garage 
ands of American Homes. S seg SRN Ke door hardware. Do you sell it? 
[? 


cA 
MNUNUNUAUNUOIUCIC stem = COOUNONUOUNUNONIC 


th a Ses. See ne ee 


5 
G 
c_] 
CG 
J 
C3 
c_J 
C3 
J 
CG 
J 
C3 
J 
CG 
c] 
C3 
cJ 
CG 
c_J 
G 
c] 
C3 
c_J 
CG 
J 
CG 
c_] 
C3 
a) 
CG 
J 
C3 
c] 
C3 
c_] 
G 
rm) 
C3 
cJ 
G 
ce] 
CG 
cl] 
CG 
J 
C3 
J 
G 
a) 
G 
eJ 
G 
J 
C3 
J 
CG 
J 
G 
em) 
C3 
cJ) 
C 


CJ 
il) 





84 


Improved Handle for Pennsylvania 
Lawn Mowers 


The “Staytite’” handle, recently perfected 
by the Pennsylvania Lawn Mower Works, 
1615-35 North Twenty-third Street, Phila- 
delphia, Pa., for use in connection with its 
line of “Pennsylvania Quality” lawn mow- 
ers, embodies « number of interesting new 
features. The handle is made of hard maple, 
and second-growth ash, clamped together 














by two pressed steel clamps, adjusted to 
provide against any possibility of shrink- 
age. The handle is said to be unusually 
strong, but if from some unusual cause the 
eross bars should be broken, repairs may 
be made easily, thus obviating the necessity 
of buying a new handle. As may be noticed 
from the accompanying illustration, the 
handle has a slight inward curve, the cross 
bar has a slight inward curve, a feature 
that is claimed to make it more easily 
grasped and less fatiguing in use. 


Five Tools in One 


In the Simore Automatic Universal 
Square, made by The Simon & Skidmore 
Mfg. Co., Santa Ana, Cal., the carpenter 
and mechanic are offered an instrument 
which combines the function of the Try 
and Miter Squares and adds the important 
functions of octagon, bevel and protractor. 
These five totally different functions have 
been combined in one instrument while pre- 














serving the shape of the Try Square. The 
angle of the blade is changed. In order to 
change the angle of the blade, the thumb is 
lightly pressed on a push button while 
the blade is moved into the desired po- 
sition. Directly the pressure on the thumb 
button is removed, the blade is rigidly 
locked in position. According to the manu- 
facturers, this rigid engagement is not 
merely a feature of the tool when new, 
inasmuch as the Simore is claimed to re- 
tain this property indefinitely. In order to 
secure this rigidity, the blade is provided 
with a series of holes disposed on a wide 
circle around the pivotal axis. The heavy 
sheet steel spring carries at its upper end 
two small tapered, hardened studs, spaced 
wide apart and rigidly held by nuts. When 
the blade is locked at a positive adjustment, 
these two studs are engaged in one of the 
five sets of holes, the slightly tapered points 
being continually forced into the holes 
under pressure from the spring. At the 
same time the blade is supported on the 
heavy and extremely rigid central bearing 
so that it is firmly held at three points. 
As a result of this construction shocks and 
jars are claimed not to affect the accuracy 
of the instrument. 
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Additions to the Prang Line 


“Lincoln Logs,” made by the Prang Co., 
1922 Calumet Avenue, Chicago, Ill., are 
building logs designed for the little folk. 
The logs are cut and notched, ready for 
building. They are stained mottled brown 
and green which gives a rustic effect. With 














these logs any child can build a miniature 
reproduction of the famous log cabin in 
which Abraham Lincoln was born. They 
come in three sets, 1A, 2A and 3A, and 
more than fifty different things can be built 
with them. The logs appeal to the child’s 
play instinct, his construction instinct and 
his home-making instinct and also help to 
make the spirit of Lincoln real to him. 
The same firm is now making a “Lincoln 
Playhouse” made of blocks 2x4 in. With 
these blocks a child can build a real play- 
house 6 ft. 6 in. long by 4 ft. 6 in. high, 














with door, windows and roof complete. 
Another construction amusement, made 
by this company for the little ones is 
“Modelit,” which is a modeling clay, put 
up in one-pound bricks. The company has 
just placed on the market three new model- 
ing outfits, known as No. 1, 2 and 3. Each 
outfit is packed in an attractive cardboard 
box printed in orange and black, and con- 
tains five colors of “Modelit’ with tools 
and book of instructions. ‘Modelit’” may 














be used over and over, as it never hardens. 

Another recent addition to the company’s 
line is ““Enamelac,” a decorative art enamel, 
designed for interior work. The enamel 
is waterproof, durable, dries overnight and 
has a heavy “body,” which makes it cover 
well with one coat. The enamel can be 
applied to any surface, and for this reason 
is useful in decorating metal and wooden 
toys, furniture, go-carts, picture frames, 
book-ends, metal castings, etc. 
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Racquet Has Steel Frame and Strings 


The Dayton Steel Racquet, made by the 
Dayton Steel Racquet Co., Dayton, Ohio, 
has both steel frame and steel strings. A 
tennis racket of this type is a decided 
novelty, but according to the manufactur- 
ers, it is proving very popular with play- 
ers, because of its efficiency and immunity 
to weather conditions. The Dayton Steel 
Racquet is made in all standard weights and 
sizes but in only one model. The company 
is now engaged in a publicity campaign 














undertaken with a view of bringing the 
desirability of these rackets as Christmas 
gifts to the attention of the public. 


Decorative Ronson Moto-meter 
Mascot 


The Art Metal Works, Newark, N. J., 
announce the addition of a new style Moto- 
meter ornament to its line of ornaments. 
Instead of being mounted on a circular rim 
as heretofore, it is mounted on a strong 
figure eight-shape plate as illustrated, and 
will fit all size Moto-meters with the ex- 
ception of the De Luxe. This plate in turn, 
fits snugly around the Moto-meter rod 
where it is automatically held tightly in 
place by the Moto-meter itself. With this 
arrangement it is impossible for the orna- 
ment to become loose or rattle. Eagles, 
Speed Nymphs, Fraternal Emblems and a 
wide variety of miscellaneous designs are 
now being mounted on this new style plate. 














The ornaments are finished in triple plated 
nickel and many of them, particularly the 
Fraternal Emblems, are beautifully 
enameled in colors. 


Inner Tube Cannot Rip or Tear 


The Quaker City Rubber Co., Philadel- 
phia, Pa., has just placed on the market its 
new Quaker “No-Rip” Red inner tubes, 
which are said not to tear or rip when 
punctured or cut. This new tube is claimed 
to be the result of much experimenting 
with many plies of spetially cured rubber. 
The tube is so made that each ply will in- 
crease the strength and toughness of the 
whole without in any way injuring the 
elasticity of the rubber. In tests, accord- 
ing to the manufacturer, the new tube has 
proved extremely durable. It may, for ex- 
ample, be stretched many times its natura! 
length and cut with scissors without the 
cuts running into tears or rips. 
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Advantages That Help 
Sell Lyon Spring Bumpers 


1 Open “looped-ends” absorb blow 
in place of passing it on to 
frame. 

2 Lyon-patented two-piece over- 
lapping front bar construction 
gives double thickness of im- 
pact surface. 

3 The extraordinary resiliency that 
is due to the combination of the 
Lyon-patented construction and 
the high quality Spring Steel. 

4 Ease of attachment. Lyon- 
patented device makes drilling 
and altering unnecessary. 


Dealers: Your trade will 
buy Lyon Spring Bump- 
ers from you just as they 
are buying tools and sup- 
plies. Eve hardware 
store is a logical outlet. 
















This factory testing machine 
is shown putting a Lyon Spring 
Bumper under a strain of 2200 
pounds —equal to the most 
severe blows of acarin motion. 


UTTING your money back of an un- 
known bumper is like betting on a dark 
horse—you’ll probably lose. 


Lyon Spring Bumpers have been the win- 
ners in sales and popularity since they were 
first introduced. To-day, considerably over 
a million cars are Lyon-protected. More 
Lyon Spring Bumpers have been sold than 
all others put together. 


Tie up with the winner! Write your jobber 
for the Lyon proposition. 


Jobbers: We make no sales direct. Profits 
0 to our jobbers. Write for our proposition. 


Retail prices $10 to $25 
METAL STAMPING CO., Long Island City, N. Y. 





Lyon Straight Bar Bumper 


LYON sumrrrs 
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Notes of the Retail Hardware Trade 














HOLLISTER, CaAL.—C. M. Brown has 
sold his interest in the Brown & Chap- 
pell Co. to George Hoster. The firm 
name will remain unchanged. 


SAN FRANCISCO, CAL.—Thorsen Bros., 
303 Cortland Avenue, have suffered a 
fire loss. 


SANTA Monica, CAL.—C. H. Charles 
& Sons have moved to their new store 
building at 420 Santa Monica Boule- 
vard. Their stock comprises a line of 
the following: Builders’ hardware, 
building paper, crockery and glassware, 
cutlery, flashlights, fishing tackle, gar- 
age hardware, heating stoves, kitchen 


housefurnishings, linoleum and_ oil 
cloth, mechanics’ tools, paints, oils, 
varnishes and_ glass, refrigerators, 


shelf hardware and stoves and ranges. 


PUEBLO, CoLo.—The Robinson-Gard- 
ner Hardware Co. has disposed of its 
branch store at 315 South Union Ave- 
nue, to I. D. Ranus. The new firm will 
be known as the Ranus Hardware Co. 
Mr. Ranus has been connected with the 
Crancer Hardware Co. of Leavenworth, 
Kan., for the past 25 years. 


NEW HAVEN, CONN.—David C. Brod- 
sky will shortly open a hardware store, 
carrying a general line of hardware, 
paints and glassware, on which he re- 
quests catalogs, addressed to 59 Red- 
field street. 


SPRINGFIELD, ILL. — The Fishman 
Sporting Goods Co., 124 North Fifth 
Street, has been incorporated to con- 
duct both a wholesale and retail busi- 
ness in the following: Clocks and 
watches, cutlery, flashlights, fountain 
pens, fishing tackle, guns and am- 
munition, and sporting goods. The 
capital stock is $15,000 and Meyer 
Fishman and others are the _ incor- 
porators. A line of automobile acces- 
sories has also been added. 


INDIANA HARBOR, IND.—The N. Kauf- 
man Hardware, 3526 Main Street, will 
erect a new store at a cost of $30,000. 
The building will be ready for occu- 
pancy about June, 1923. 

AUSTINVILLE, IOWA.—Frey’s Garage 
and Hardware have succeeded to the 
business of Limburg & Voss. Catalogs 
requested on a general line of hard- 
ware and garage supplies. 

West UNION, Iowa.—The N. R. 
Groff Hardware Co. will, about Jan. 27, 
commence business here, and requests 
catalogs on a general line of hardware. 


OTTAWA, KAN.—The Elder Mercan- 
tile Co. has suffered a fire loss. The 
business, which was established in 1876, 
has been continued without interrup- 
tion. The firm carries a stock of bath- 
room fixtures, bicycles, building paper, 
crockery and glassware, cutlery, dairy 
supplies, electrical household special- 
ties, flashlights, furnaces, heating 
stoves, kitchen _ housefurnishings, 


plumbing department, prepared roofing, 
pumps, refrigerators, silverware, stoves 
and ranges, tin shop and washing ma- 
chines. 

TOPEKA, KAN.—Thomas Fullerton has 
withdrawn from the firm of Fullerton 
Bros. Co., 713 Kansas Avenue, and en- 





gaged in the furnace business at 527 
Jackson street. 

ISLAND FALLS, MAINE.—The Island 
Falls Hardware Co. is remodeling and 
enlarging its store and adding a line 
of five and ten cent goods. The 
concern deals in automobile tires, 
barn equipment, bathroom fixtures, 
builders’ hardware, building paper, 
churns, cream separators, crockery 
and glassware, cutlery, dairy sup- 
plies, dynamite, electrical household 
specialties, flashlights, fishing tackle, 
furnaces, gasoline, guns and ammuni- 
tion, hammocks and tents, heating 
stoves, heavy hardware, kitchen cabi- 
nets, kitchen housefurnishings, lubricat- 
ing oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing depart- 
ment, prepared roofing, pumps, refrig- 
erators, sewing machines, shelf hard- 
ware, silverware, sporting goods, stoves 
and ranges, tin shop, toys and games, 
washing machines and wheel toys. 

ALLSTON, MAss—The Miller Hard- 
ware Co., operating a store at 285 
Hanover Street, Boston, has commenced 
business at 122 Harvard Avenue, han- 
dling a retail stock of the following: 
Automobile accessories, automobile tires, 
bathroom fixtures, bicycles, builders’ 
hardware, crockery and glassware, cut- 
lery, electrical household specialties, 
electrical supplies and equipment, flash- 
lights, garage hardware, home barbers’ 
supplies, kitchen housefurnishings, me- 
chanics’ tools, paints, oils, varnishes and 
glass, prepared roofing, shelf hardware, 
sporting goods, toys, games and wheel 
toys. 

SAXONVILLE, MaAss.—The Saxonville 
Hardware Co. has established itself in 
business here, and will deal in the fol- 
lowing, on which catalogs are requested: 
Automobile accessories, automobile tires, 
builders’ hardware, crockery and glass- 
ware, cutlery, flashlights, hammocks 
and tents, heavy hardware, kitchen 
housefurnishings, lubricating ,oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, shelf hardware and sporting 
goods. 

CLEMENTS, MINN.—Otto Gerstmann 
requests catalogs on automobile acces- 
sories, automobile tires, barn equip- 
ment, bathroom fixtures, belting and 
packing bicycles, builders’ hardware, 
building paper, cream separators, cut- 
lery, dairy supplies, electrical house- 
hold specialties, farm implements, 
flashlights, fishing tackle, furnaces, 
garage hardware, gasoline, guns and 
ammunition, hammocks and tents, heat- 
ing stoves, heavy hardware, incubators, 
insecticides, linoleum and oil cloth, lu- 
bricating oils, mechanics’ tools, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, tin shop, toys, games and wash- 
ing machines. 

Osweco, Mont.—-The Wall Hard- 
ware Co., whose stock has been dam- 
aged by fire, requests catalogs on the 
following items: automobile accessories, 
automobile tires, belting and packing, 
builders’ hardware, churns, cream sepa- 
rators, cutlery, dairy supplies, farm im- 
plements, flashlights, furnaces, garage 


hardware, gasoline, gasoline engines, 
guns and ammunition, hammocks and 
tents, harness, heating stoves, heavy 
hardware, kitchen cabinets, kitchen 
housefurnishings, linoleum and _ oil 
cloth, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, phono- 
graphs, plumbing department, pumps, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, stoves, ranges, 
tin shop and washing machines. 

ROCKFORD, MINN.—H. Tritabaugh has 
4” ped to the business of Tritabaugh 

ix. 

Epina, Mo.—Daniel H. Mudd is clos- 
ing out his stock, and will discontinue 
business. 

EDEN CENTER, N. Y.—Clarence R. 
Guenther has started in business here, 
and requests catalogs on electrical 
pumps and hot air furnaces. 

FLUSHING, N. Y.—The Prenier Hard- 
ware Co. has opened a store at Broad- 
way and 22d Street. Its stock comprises 
bathroom fixtures, builders’ hardware, 
building paper, cutlery, electrical house- 
hold specialties, electrical supplies and 
equipment, flashlights, garage hard- 
ware, kitchen housefurnishings, me- 
chanics’. tools and paints, oils, varnishes 
and glass. Catalogs requested on a 
general line of hardware and tools. 

GREENWICH, N. Y.—Haverley & Wil- 
son have taken over the stock of Parker 
& Haverley. 

CLEVELAND, OHIO.—In a recent issue 
it was stated that A. Kamenicky would 
open a store at West Twenty-fifth and 
Bucyrus Avenue. It should have been 
4414 Pearl Road and Bucyrus Avenue 

KINGSTON, OHI0.—Wesley Kerns has 
purchased the hardware business ot 
the Senff Hardware Co. Mr. Kerns 
was formerly the owner of the store, 
but sold out to Mr. Senff several years 
ago. He will take possession about 
Feb, 1 

FARRELL, PAa.—Speizer & Eisenberg, 
occupying temporary quarters at 212 
Idaho Street, will move to their new 
building about April 1. A line of crock- 
ery and glassware, linoleum, oil cloth, 
refrigerators, dairy supplies, washing 
machines and stoves and ranges has 
been added. Catalogs requested on a 
general line of hardware and furni- 
ture. 


HoLuipAysBuRG, Pa.—The _ business 
heretofore conducted by C. B. Jacobs 
Son & Co. has been purchased by Harry 
A. Jacobs. 

YakIMA, WasH.—The C. S. Robert- 
son Co., formerly located at 325 Pacific 
Avenue, Bremerton, has moved to new 
quarters at 308 W. Yakima Avenue. 

PHILADELPHIA, PA.—The firm of John 
A. Moore, 1200 South Twentieth Street, 
established twenty-five years ago, |s 
now John A. Moore & Sons. The busi 
ness is retail, with some wholesale. 
line of plumbing and electrical supplic 
have been added, on which catalogs a! 
requested. 

SHAMOKIN, Pa.—The Jones Har! 
ware Co. will, after the first of th: 
year, enlarge its present quarters. 




















